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Hundreds of thousands of American homes will experience a 
Happier New Year in 1937—and in many years to follow — be- 
cause of adequate life insurance purchased during 1936. 

The Northwestern Mutual extends its congratulations to 
the life underwriters who have placed this complete family 
security in force. May the New Year be one of even greater 
achievement. 


The 
Northwestern 
AY Mel 


LIFE INSURANCE COMPANY 


he a ion Lollar Estate 





Sea 


The assets of the Northwestern Mutual, as reported to state insurance departments, now totala 
billion dollars —a great estate administered for the mutual welfare and protection of more 
than 600,000 policyholders with three billion seven hundred million of insurance in force. 
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A COMPANY of DISTINCTION 


UNDERWRITING—FIELD HELPS—INCOME SETTLEMENTS—POLICY CONTRACTS—CONSERVATION—CLAIM SETTLEMENTS 
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The Connecticut Mutual 
Life Insurance Company 


Hartford, Connecticut 


Dear Sirs: 


“IT want to thank you for the promptness of 
your check, and to say it means so much to 
our little family. 


“I only wish that people who are debating 
on buying insurance could see just such cases 
as ours. 


“T have a boy 15 and agirl 13 to put through 
school and when I know I have insurance in 
a Company such as yours, I certainly thank 
God for it. 


“I want to say we like Mr. H—— immensely 
and if I can ever do anything for the Com- 
pany, please let me help.” 


The Connecticut Mutual is proud and happy that its Claim service 
is of such a quality as to invoke many letters of praise and appreciation 
from beneficiaries. 


In nearly 100% of the cases in which the proofs of death are com- 
plete, settlement is made on the same, or the next business day. In 
1935, The Connecticut Mutual received 1,545 death claims, represent- 
ing a face amount of $8,173,180. 
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‘ees New Hope for 
Lonergan Measure 


}, L. Morton, Tax Expert, Opti- 
mistic If All Property Is 
Included 


HAS OTHER GROUPS’ HELP 


ay Have to Let Exemption Apply at 
Bottom Instead of Top 
Bracket 


NEW YORK, Dec. 24.—Chances 
that Congress will pass a modified form 
of Lonergan amendment, which would 
xempt from federal death duties life 
surance earmarked to pay these taxes, 
ae very good, according to F. L. Mor- 
on, manager in New York City of the 
New York Life and one of the fore- 
most tax experts in the life insurance 
business, who addressed the annual 
meeting of the Midtown Managers As- 
sciation. Mr. Morton said that the 
present plan is to have the amendment 
inlude not only life insurance but any 
kind of property earmarked for the pay- 
ment of federal estate taxes. On this 
basis he has already got the support of 
other influential groups. 

At the business meeting John A. Mc- 
Nulty, manager Prudential, was elected 
president, succeeding Sam P. Davis, 
Phoenix Mutual. Other new officers are 
George J. Kutcher, vice-president, and 
John L. Kassoff, Mutual Life of New 
York. Fred S. Goldstandt, Equitable of 
New York, was elected to membership. 


Wouldn’t Curb Insurance Sales 


Inclusion of property of all types 

would take care of the man who could 
not get insurance, and also dispose of 
any idea that the life insurance business 
is seeking special favors. Mr. Morton 
expressed the conviction that just as 
much life insurance could be sold if the 
amendment included all types of prop- 
ttty as would be the case if only life 
surance were exempted. 
_ One hurdle that has to be surmounted 
8 the Treasury Department’s strong 
opposition to anything that would make 
an inroad in tax revenues. Mr. Morton 
said that it might be necessary to make 
some sort of compromise whereby the 
txemption would be figured not at the 
top bracket of the estate but at the bot- 
tom..-This would leave a wide field for 
the sale of insurance for estate tax pay- 
ment, yet it would not deprive the gov- 
‘fament of revenues at the same rate 
that would be the case if the taxation 
fate on the top fraction of the estate 
Were applied. 

Mr. Morton remarked that inciden- 
tally, practically the same aim as that 
ot the Lonergan amendment can be 
achieved through the irrevocable inheri- 
lance tax insurance trust under which 
the trust company is instructed to buy 
Securities from the estate, although he 
pointed out that the gift tax may be a 

(CONTINUED ON PAGE 21) 





Moyer Goes from B. M. A. 
to Continental Assurance 





GLENN F. CLAYPOOL RESIGNS 





Executive Vice-President Terminates 
Long Connection—New Official 
Takes Desk of R. M. Brown 





Ross E. Moyer has resigned as actu- 
ary of the Business Men’s Assurance to 
become vice-president and actuary of 
the Continental Assurance of Chicago. 
He is a young man, well versed in actu- 
arial matters, and with talent for general 
administrative work. He fills the va- 
cancy caused by the death recently of 
R. M. Brown. He will make the change 
about Feb. 1. 

At the same meeting of the board, at 
which Mr. Moyer was elected, the res- 
ignation of Executive Vice-president G. 
F. Claypool was accepted. Mr. Claypool 
is credited with having contributed ex- 
tensively to the building of the Conti- 
nental Assurance and making it one of 
the significant institutions of the coun- 
try. 

The management does not intend to 
appoint a successor to Mr. Claypool. 
The life department of the Continental 
group will have a _ vice-president in 
charge of each of the three capital ac- 
tivities, Mr. Moyer, actuarial, Dr. H. W. 
Dingman, medical and underwriting, and 
Lester L. Johnson, agency. 

Mr. Moyer has been with the Busi- 
ness Men’s Assurance about three years. 
Previously he was an assistant actuary 
of the Missouri State Life for several 
years. He has taken an active part in 
the affairs of the American Institute of 
Actuaries and has an extensive acquaint- 
ance, 


Accepted With Regret 


President H. A. Behrens announced 
that Mr. Claypool’s resignation was on 
his initiative and was accepted “with 
much regret.” Mr. Claypool had been 
associated with the Continental Assur- 
ance for 24 years. He started as an 
agent at Toledo, then became super- 
intendent of agencies at the home office. 
Later he was made vice-president and 
for the past eight years he has been 
executive vice-president and chief op- 
erating officer. 

Mr. Moyer started in the actuarial de- 
partment of the Lincoln National Life in 
1922, remaining until 1925, when he 
went with the Columbian National Life 
as assistant actuary. In 1927 he joined 
the Missouri State Life actuarial depart- 
ment as‘-assistant actuary, leaving in 
1934 to become actuary of the B. M. A. 
He is a graduate of the University of 
Iowa and a fellow in the Actuarial So- 
ciety of America and American Insti- 
tute of Actuaries. : ; 

Mr. Johnson started with the Conti- 
nental Assurance as a part time agent in 
Chicago, then became a reinstatement 
clerk and later manager of the conserva- 
tion department in the home office, a 
post which he held for three years. He 
was appointed assistant in the agency 
department in 1925, assistant vice-presi- 
dent in 1926.and vice-president in the 
agency department in 1930. 

Dr. Dingman, a Canadian, born at 
Winnipeg and educated in the Univer- 
sity of Toronto, is an outstanding fig- 

(CONTINUED ON PAGE 21) 





Non-Par Companies Due to 
Add Participating Policies 





SEEK TO OFFSET RATE RISE 





May Be Difficult for Agents Accus- 
tomed to One Sales Angle to 
Change Approach 





NEW YORK, Dec. 24.—The writing 
of participating insurance by non-par 
companies, which is due to be legalized 
in New York state when the legislature 
convenes next month, promises to be 
further broadened by the introduction 
of participating contracts by a number 
of stock companies which have always 
stuck solely to non-par insurance. 

_ With a general rate rise in non-par- 
ticipating insurance regarded as inevi- 
table, addition of participating policies 
enables agents to make a bid for the 
business of the prospect who thinks that 
interest rates will increase enough to 
make the dividend-paying contract the 
better buy and is willing to back his 
belief with money. 


Step Carefully Considered 


The addition of participating policies 
by companies up to now writing only 
non-par has not been decided on without 
a good deal of cogitation. In selling 
non-participating insurance many agents 
have long been accustomed to lay great 
stress on the lower net outlay and the 
absolute guarantee that the cost would 
not exceed this amount. This has been 
particularly true in competitive cases. 

Consequently it may be a question 
how many of these agents can bring 
themselves to sell a form of coverage 
which they have been wont to denounce. 

(CONTINUED ON PAGE 21) 





Committee Chairmen for 
Denver Convention Named 








DENVER, Dec. 24.—The executive 
committee of the Colorado Association 
of Life Underwriters has been placed in 
charge of national convention arrange- 
ments. It includes Isadore Samuels, 
chairman; J. Stanley Edwards, vice- 
chairman; John T. Allen, chairman of 
the finance committee; Guy Gay, presi- 
dent of the Colorado association; Paul 
Jolley, chairman of the entertainment 
committee; Clarence Daly, chairman of 
the committee in charge of the presi- 
dent’s reception and ball; Glenn Mc- 
Taggert, chairman of the attendance and 
publicity committee, and Elmer L. Met- 
calf, chairman of the general agents and 
managers committee. Hostess to women 
underwriters attending the convention 
will be Mrs. Marie B. Parker of the 
Equitable. 

H. Allen Nye, chairman of the hotel 
reservations committee, announces that 
he is already being swamped with reser- 
vations for the convention and urges 
that those desirous of getting the choic- 
est rooms in the two headquarters hotels, 
the Brown Palace and the Cosmopolitan, 
take action immediately, since all reser- 
vations are being made in the order re- 
ceived. All reservations should be ad- 
dressed to him at 429 Seventeenth street, 
Denver. 





Action Rumored on 
Settlement Frills 


Companies Reported Seeking 
Limits on Complexity of 
Special Agreements 


FUTURE EXPENSE LOOMS 


Must Take Action, Is Feeling, Despite 
Difficulty in Getting Agreement 
on Elusive Matter 


Concerned at the growing number of 
fantastically complicated special settle- 
ment option agreements, life companies 
are rumored to be considering an ar- 
rangement to eliminate the weirder 
forms of life insurance wills, which are 
written mainly because of competitive 
pressure, and establish some sort of limit 
on the complexity of special settlement 
modes. 

Admittedly it will not be easy to for- 


mulate what might be called maximum 
standards of complexity. Broad, simple 
definitions may prove to have loopholes 
which by constant stretching will let 
almost any interpretation get through. 
Detailed, minute standards would be 
difficult to get agreement on and would 
have to be endlessly specific, so vast is 
the territory to be covered. 


Feel Action Is Imperative 


Over and above all these negative 
considerations, however, is the rapidly 
spreading belief that something must be 
done before companies find themselves 
saddled with agreements which bind 
them to take account of the goings and 
comings of policyholders’ relatives and 
in-laws for scores of years to come. 
The phrase, “even unto the third and 
fourth generation,” has come to have 
considerably more than a Biblical sig- 
nificance for the actuaries. 

One of the worst features of these 
ultra-fancy agreements is that no matter 
how well it is drawn the endorsement 
will undoubtedly have to be changed 
within a few years as the situation it 
covers changes. Somebody mentioned 
in it may die, another child may be born. 
In fact, the more complicated the agree- 
ment is, and the more specific contin- 
gencies it covers, the more likely that 
it will have to be changed and the 
greater the danger of serious miscar- 
riage of the insured’s intentions if the 
changes should not be made. 


Needs Expert Rechecking 


In one of these agreements, all the 
parts are so interrelated that a change 
in any provision means that the whole 
thing must be carefully surveyed by a 
technical expert. 

Another bad: feature is that in addi- 
tion to taking on at least a moral obli- 
gation to keep track-of or to search out 
the various secondary beneficiaries many 
years, perhaps, after the insured’s death, 
the companies may find themselves 

(CONTINUED ON PAGE 10) 
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Social Security Expected to Stimulate 
Sale of Life Insurance Policies 


That the’federal social sécurity act, 
while not in competition with life insur- 
ance, is proving and will prove an ex- 
cellent stimulus to producers in making 
better canvasses is the consensus of the 
fraternity. ‘Though some companies 
have been slow in taking advantage of 
the law’s enactment to push sales, par- 
ticularly of annuities, many have al- 
ready made a strong start in this field. 

Branch managers and general agents 
pointed out that there are many angles 
to be stressed by producers as a result 
of the federal act. Especially encourag- 
ing to them is that the law, while giving 
impetus to the public’s desire for knowl- 
edge and how to obtain a secure old 
age, is not a competitor of life insurance 
since the benefits derived from the fed- 
eral government even under the most 
favorable length of service and pay scale 
will be barely enough to keep alive. 
Clients as a rule are eager to learn more 
of social security, under both private and 
public auspices, and most of them are 
very unacquainted with its implications. 
Plan Expected to 

Help Annuity Sales - 

The stimulus to the sale of annuities 
which gained great momentum during 
the past few years as the public saw its 
plans for a secure old age crumbling is 
being greatly increased both in inquir- 
ies and applications, both from people 
who have been interested in the matter 
before but have done nothing about it, 
and those who have not even given it 
much thought. Now that the federal 
government has actually taken steps to 
see that certain classes of people will get 
something in the way of pensions when 
they reach the age of 65, prospects have 
started consideration of what they need, 
want and-can get in the way of income 
as old age draws near. Many companies 
have reported a jump in applications for 
annuities and endowment contracts dur- 
ing the past few weeks. 

Agents have been encouraged to fa- 
miliarize themselves with the social se- 
curity act and to have tables handy to 
figure what the prospect’s income from 
the federal government will be at 65. 
When this is done, it is easy to point out 

tiow- much extra will be needed from 
life insurance to enable an elderly per- 
son to maintain the-living standard to 
which he has been accustomed. For ex- 
ample, a person in his twenties, if he 
keeps on for the next. four decades at 
his present salary might receive around 
$50 a month from the federal treasury. 
It is then easy to show him how, saving 
in a carefully planned manner extra 
sums over a period of each year, he can 
augment this income to $100, $150 or 
$200 a month. 


Agents Are Told to 
Stress Living Standard 


Agents should stress particularly that 
a person who must quit work at 65 by 
his company’s request or by his own 
volition would have to lower drastically 
his standard of living if the only re- 
sources he had was the pension under 
the social security act from the federal 
government. This seems to be the most 
important point from which to proceed 
in a life insurance canvass with the so- 
cial security angle as its basis. If the 
agency can make.a prospect see this— 
that with government protection only he 
could not liye well, and with the exercise 
of thrift hecan purchase a contract so 
with the federal program as a “starter,” 
he will have enough to have a comfort- 
able old age. Se 

‘However, not all general agents and 
branch managers are in accord with the 
theory that the act is going to be bene- 
ficial. to’ lifé ‘insurance. The Chicago 
representative of a mid-west company 


that writes considerable business in the 
small income brackets feels the federal 
program very definitely will injure his 
company’s business and will be harmful 
to the sale of small contracts generally. 
He was the only man interviewed who 
was outspoken in his belief, although 
skepticism was shown by several life 
men. 

The former said the federa' plan, in 
addition to providing a limited program 
for income which may or may not be 
suited to the needs of the person in ques- 
tion, takes a substantial amount of 
money each year which must be classi- 
fied under the amount budgeted for sav- 
ings. He explained that where a pros- 
pect who has small income plans $50 a 
year for insurance, a $15 or $20 deduc- 
tion for the federal government scheme 
will seriously interfere with any private 
insurance program, and this objection 
the producers will be hard put to to an- 
swer, since there is no answer except to 
urge the prospect to budget for insur- 
ance more than he ordinarily would, 
which of course is easier said than done. 


Some Not Under Act— 
Are Likely Prospects 


This general agent also said the pub- 
lic in the small income class is ignorant 
of the social security act and what it 
can do. He attributed this to propa- 
ganda released by the social security 
board, which he declared gave the pub- 
lic the impression they would be treated 
handsomely by the government in their 
old age, whereas the best most recip- 
ients under the federal plan can hope for 
is between $1 and $2 a day. Further- 
more, many small salaried people be- 
lieve that the social security program 
will provide protection as good as life 
insurance gives, which is not the case, 
since if the person dies before he 
reaches the age at which payments to 
him begin, his heirs receive 3%4 percent 
of wages on which tax is paid, up to 





$3,000. 
He admitted, however, that the social 





Return to Normalcy Soon 


Foreseen by T. A. Buckner 








Life insurance will play a leading role 
in the new era of prosperity just ahead, 
T. A. Buckner, chairman of the New 
York Life, comments in a review of the 
situation in business. 

“During the past year the general 
trend in the affairs of the New York 
Life has been distinctly encouraging,” 
he said. “It is of particular interest to 
note that cash repayments to the com- 
pany on policy loans increased markedly 
both in number and dollar volume. 
There was also a substantial reduction 
in the amount of new policy loans and 
in payments of cash surrender values 
_to policyholders. 

“These factors are, it seems to me, 
indicative of a happier financial condi- 
tion for many individuals. If the trend 
continues in its present direction, in line 
with general business improvement, I 
anticipate definite improvement during 
1937 for the life insurance business as 
‘a whole. 

“One of the most important problems 
faced by many financial institutions to- 
day is the abnormally low rate of in- 
terest on high-grade securities. At pres- 
ent, it is very difficult to put money to 
work at a satisfactory rate of interest 
and, at the same time, secure invest- 
‘ments .that afford the high degree of 
‘safety demanded by a conservative life 
insurance company.. However, with ex- 
‘panding business and improvement in 
‘the general economic situation we 
should expect a return to more normal 





conditions.” 








security act might be of some benefit in 
selling persons who do not come under 
its provision, since it has made them in- 
come-minded and the government has 
nothing planned for them in their old 
age. This will not hold where they are 
employed by governmental or indus- 
trial units that have protection pro- 
grams, but for small business or profes- 
sional people the federal program has a 
psychological effect and might be a stim- 
ulus to sales. 

M. A. Law, who is Chicago general 
agent of the National of Vermont, does 
not believe that the act will have much 
effect one way or the other in selling 
people whose incomes are higher than 
the first $3,000 taken into consideration 
gy the federal government. He pointed 
out that most of them are familiar with 
and are “sold” on the idea of having old 
age income through insurance invest- 
ment. 

Very few companies have prepared 
any definte campaign plan built around 
the social security act, although all have 
attempted to familiarize their agents 
with the act’s provisions. Most general 
agents said their companies were wait- 
ing until the act went into effect so tney 
could have some idea of how it was 
working before they made any elaborate 
plans for using it in their sales drives. 


Federal Plan Expected 
to Affect Industrials 


Among the most important phases of 
life coverage that will be affected by 
the act is the industrial, many believe. 
Here again the more optimistic wing of 
the fraternity considers the social se- 
curity act an opportunity, in that the 
same idea as used in endowment and 
annuity sales can be stressed—that the 
government helps the assured over the 
first “hump”; let life insurance, for only 
a little more, complete the job. 

General agents for some of the com- 
panies look for a stimulus to the sale 
of ordinary life, saying that annuities 
and other old-age income insurance have 
been oversold. The social security act 
will increase the demand for this type 
of coverage and the carriers, to main- 


‘tain a well balanced business, will have 


to go after the ordinary business, which 
some insurers feel has been neglected. 


U. S. Program to Cause 
Group Business Gain? 


A number predicted a gain in the sale 
of group coverage, applying the same 
reasoning to companies as they do to 
individuals, since this form of policy 
may also be based on what will go to 
the employe under the federal social se- 
curity act. Hence, the government plan 
will aid rather than compete with life 
insurance as in the individual case. 

A business house is likely to consider 
itself able to arrange a good insurance 
for its employees, based on the federal 
plan for income plus group insurance 
for protection. If its employees for 
some reason do not come under the act, 
they will look for some provision from 
private enterprise for old age and death 
benefits. 

General agents are urging their men 
to contact especially the four great 
classes of people not covered under the 
act, which include farmers, servants, em- 
ployes of the federal, state or other gov- 
ernment units, and those working for 
themselves in a professional or laboring 
capacity.. Other classifications include 
seamen and ship officers and persons 
employed by organizations devoted to 
charitable, religious, educational, social 
welfare or scientific purposes, in which 
no part of the net earning of the insti- 
tution benefits any private shareholder. 


However, the law may be a stimulus | 








to life insurance in relation to the con. 
tract feature of the policy. 

The beneficiary under the social se. 
curity program has only a promise that 
he will get his money and if all that 
reserve is not earmarked ‘and is ayajl. 
able to politicians for other purposes 
something might happen that the bene. 
ficiary would not receive his pension as 
per schedule. This can be made a very 
strong case for the sanctity of the life 
contract. 


Avoid Wholesale Method 
in Drive for the Business 


The point that has been brought out 
that agency writers should not succumh 
to the temptation of going after bysi. 
ness engendered by the social security 
act in a wholesale way. Some people 
affected by the act may be very incomes 
conscious and feel that they have over. 
exerted themselves on their insurance 
program. R. J. Hartigan, Girard Life, 
said that the man. who is over 40, mak. 
ing a good but not a lavish salary, is 
one of the best prospects, since he 
knows he only has 15 or 20 years more 
of earning power and at the same time 
he has become used to his standard of 


living and would not like to lower it’ 


very much. With this client especially 
it can be shown that an income from the 
federal social security plan would not 


provide a decent living according to] 


American standards unless he had be- 
come eligible under the act at a very 
youthful age and a high starting salary. 

Companies may tend to make it easy 
for younger persons to follow an old age 
income plan by permitting sale con- 
tracts on a monthly premium basis, 
Penn Mutual is allowing its agents to 
sell such covers on the basis of $10 per 
month although quarterly or semi-an- 
nual premiums are encouraged as much 
as possible. However, it was pointed 
out that in this way a man or woman 
in his twenties by saving $10 or more 
per month, plus the small amount taken 
out of their pay for social security, can 
look forward to their 65th birthday with- 
out fear. 


Act Makes Employers 
Interested for Selves 


Among important points suggested by 
company men are the following: 

Columbus Mutual—Agents — should 
seek out employers. While they will 
pay out considerable money each week 
as their share of the social security 
tax, they receive no benefits, but are apt 
to wonder what will take care of them 
in their old age. The company stresses 
important additional help it offers, in- 
stead of in competition to the act. 

Franklin Life—Three things on which 
the agent should dwell: Government plan 
has no emergency loan or cash surret- 
der feature, allows an inadequate death 
benefit, and sets a rigid retirement age, 
of 65. 

Bankers of Nebraska—Feels the act 
will have benefits similar to the waf 
risk insurance, since it will make the 
public more insurance-conscious and 
will teach it to think of insurance in 
bigger terms, in the same way war risk 
coverage brought many assured perma 
nently from the $1,000 to the $10,000 
class. The company also suggests the 
act is an interesting topic with which 
to start an interview. 

Oregon Mutual Life — Producers 
should stress the “paid-up at 65” cot- 
tract, thus insuring a contributor to the 
social security fund and freeing him of 
premium responsibility when his pet 
sion begins. The company also believes 
the act has emphasized to the public 
that to have a retirement income 2 fe 
serve must be accumulated. 

(CONTINUED ON.LAST PAGE) 
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Study New Draft 
of Illinois Code 


Lawyers’ Committee Completes 
Work and Copies Now Gen- 
erally Available 





IMPROVEMENT IS NOTED 


Suggestions May Be Submitted Until 
Jan. 11—Several Controversial Pro- 
visions are Retained in Bill 





Copies of the new Illinois insurance 
cde, drafted by the insurance section 
of the Illinois State Bar Association, are 
now available. Owing to the delay in 
getting printed copies, the time for the 
submission of suggestions has been ex- 
tnded to Jan. 11, Copies may be ob- 
tained at $1 each from Homer Landau & 
(Co, printers, 458 East 30th Street, 
Chicago. 

The work of drafting the new code en- 


gaged the attention of insurance men as 
well as of lawyers interested in insur- 
ance in. Among those taking part were 
Harry S. Moser, chairman of the insur- 
ance division of the Illinois Bar Asso- 
ciation; Professor Havighurst, of North- 
western University, chairman of the 
drafting committee; and Frank Young 
of the Illinois insurance department. The 
drafting committee included also Whit- 
ney Campbell, Hendrik Folonie, of 
Hicks & Folonie; David J. Kadyk, rep- 
resenting London Lloyds; Elmer 
Leesman, Russell H. Matthias and E. V. 
Mitchell, Continental Casualty, all of 
Chicago except Mr. Young. Other mem- 
bers of the insurance section taking part 
were Joseph H. Braun, Burton P. Sears, 
Sears, Roebuck & Co., and Donald T. 
Winder, consultant to fraternals. 


Points That May Be Opposed 


Generally the new code is expected to 
be acceptable to most companies. The 
fre companies will not like the new New 
York standard form of fire policy, in- 
corporated in the code. There will be 
some objection to permitting fire com- 
panies to write casualty and casualty 
companies to write fire. There may be 
acontest on the London Lloyds provi- 
sions, Foreign companies again are ex- 
pected to oppose the investment require- 
ments, 

The classification of insurance that 
would bar the Aetna Life and the Trav- 
elers from writing workmen’s compensa- 
tion and automobile liability is reincor- 
porated in the new code. Those com- 
panies won an amendment to the old 
code that would permit them to continue 
their established lines of business. 


Life Insurance Provisions 


Life companies are permitted to buy 
common stocks, under strong restric- 
tions, There is a limitation of acquisi- 
tion costs on life business, Home 
companies writing both participating and 
nonparticipating must keep separate ac- 
counts and can take only 10 percent of 
the profit on the participating. Regis- 
tration of life policies follows senate bill 
ll, the last form of the old code. Fra- 
ternal benefit sections follow the present 
law, recently enacted. Mutual benefit 
aeons are covered as in senate 
Hl 11., 

On accident and health, group insur- 
ance practice is clarified. There is very 
little change on casualty insurance, but 
bankers’ blanket bonds are fully pro- 
vided for. 

The law on agents and brokers is un- 
changed, 

Under the new code domestic stock 
Companies must start with a surplus 
fqual to 50 percent of the minimum 
capital, 

(CONTINUED ON PAGE 10) 





Schedule T Technicalities 
Need Not Be Cause of Fear 


N. Y. EXPERIENCE POINTS WAY 





Logical, Consistent System for Class- 
ing Insured by States Believed 
to be Sufficient 





NEW YORK, Dec. 24.—Fear that 
the new annual statement schedule re- 
quiring the listing by states of premiums, 
reinsurances and cessions might prove 
so complex as to defy solution, may be 
offset to some extent by the experience 
of companies operating in New York 
state, West Virginia and California, 
where such information was required on 
business written in those states last 


year. 

While borderline items could have 
given rise to an endless amount of hair- 
splitting and time wasted in reaching a 
solution which would be exactly fair to 
companies and ‘states alike, the best 
course seemed to be to go ahead on a 
common sense basis without worrying 
too much about the fine technical points. 
So far no serious repercussions have 
developed. 


Twofold Complexities 


The complexities of the new exhibit, 
Schedule T, are twofold. First of all 
there is a considerable amount of de- 
tail work in assembling the data to fill 
in the schedule. This is straight ahead 
clerical work but it may cause some dif- 
ficulties at first for companies which 
have not kept their records on a basis 
which enables it to be done easily. Re- 
insurance companies, for example, by 
the nature of their business, keep very 
accurate account of this sort of figures 
and find no trouble with this sort of ex- 
hibit. 

The second class of obstacle is the one 

(CONTINUED ON PAGE 10) 











Executive Resigns 


























GLENN F. CLAYPOOL 


Glenn F. Claypool has resigned as 
executive vice-president of the Conti- 
nental Assurance of Chicago. He had 
been connected with the company many 
years and is given credit by President 
H. A. Behrens with having contributed 
largely to its upbuilding. 








Philadelphia ’Phone Directory 

The Philadelphia Insurance Telephone 
Directory published by THE NATIONAL 
UNDERWRITER is being distributed this 
week. This convenient volume has been 
published by THE NATIONAL UNDER- 
wRiTeR for the last several years. It 
expedites considerably the transaction 
of business in the city and is valued by 
the various offices, 








new year, seeing it as— 


this cheerier attitude— 


Happy New Year!” 


Independence Square 








“New Trial of Time” 


The ending year has been so good to an increased great 
number of men and women in the Field, that already, light 
foot and light heart, they are hurrying toward the bright 


My inheritance, how lordly wide and fair: 
Time is my fair seed-field, to Time I’m heir. 


For some who have not yet been caught up by the 
healthier rhythm, the year has not been altogether satisfac- 
tory, and still they are doubtful about the future. We suggest 


And ye, who have met with Adversity’s blast, 
And been bow’d to the earth by its fury; 
To whom the Twelve Months, that have recently pass’d 
Were as harsh as a prejudiced jury— 
Still, fill to the Future! and join our chime, 
The regrets of remembrance to cozen, 
And having obtained a New Trial of Time, 
Shout in hopes of a kindlier dozen. 


All of which sums up in the old, good wish to all—“A 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


nation’s 


PHILADELPHIA 

















Unrealized Group 
Opportunity Open 
Few Appreciate Social Security 
Scantness and Need of 


Supplement 


W. J. GRAHAM IS SPEAKER 





Equitable of N. Y. Vice-President, at 
Board of Trade Meeting, De- 
scribes Developments 





NEW YORK, Dec. 24.—The field for 
private group contracts supplementing 
the government’s social security retire- 
ment system is broader than is gener- 
ally appreciated, Vice-president W. J. 
Graham of the Equitable Life of New 
York intimated in his address before the 
annual meeting of the New York Board 
of Trade. While many people know that 
the maximum obtainable under the gov- 
ernment plan is $85 a month few realize 


that the average under the act at the 
peak of its performance in 1980 is esti- 
mated to be about $46 per month and 
that within the next 25 years the aver- 
age would be only a little more than $30 
per month, he pointed out. 

At the same time the social security 
act, or more specifically the part having 
to do with contributory old age benefits 
has already rendered yeoman service in 
converting all to the advisability of in- 
dustrial pensions, Mr, Graham continued. 
It has served to foster interest in small 
annuities and has overnight established 
the principle that money contributed for 
pension purposes should be vested for 
the employes. Mr. Graham expressed 
the opinion that government old age 
benefits of some form are here to stay, 
irrespective of the constitutionality of 
the present social security act. 


Contrast with Free Grants 


The small average size of the return 
to those contributing under the federal 
act suggest the conflict between these 
benefits and those which may be re- 
ceived under old age assistance grants 
— any contribution, Mr. Graham 
said. 

“To illustrate,” he said, “a worker 
who in 1937 is 35 years old receiving a 
continuing $100 a month wage begins 
contributing $1 per month for three 
years. .. . increasing until the rate of 
$3 per month is reached. At the end of 
30 years, in 1967 he will receive monthly 
checks of $42.50 paid for by his contri- 
butions matched by an equal sum from 
the employer, which latter contribution, 
it must be assumed will indirectly be 
passed on as a cost which will reach the 
employe in some form. 


Pressure for Broadened Benefits 


“As against this we have the workers 
who do not contribute under the act by 
reason of being in some location not 
covered under the act or by reason of 
being without a job, but who could ob- 
tain under the old age assistance part 
of the act $30 per month. In the event 
such a worker had a wife equally needy, 
she could obtain the same sum and the 
situation would be created whereby $60 
a month would go to them without con- 
tribution under the old age assistance 
part of the Act as against $42.50 which 
would go to the contributor.” 

The greatest danger in social insur- 
ance is the constant endeavor to broaden 
the benefits and rights or to eliminate 
the contributions, said Mr. Graham. 

“Already in this country we have ac- 
credited statements from : outstanding 
figures in labor organizations to the 
effect that the old age assistance or free 

(CONTINUED ON PAGE 8) 
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Private Pension Programs 
Adjusted to Security Act 


NORTHWESTERN’S NEW PLAN 





Coordinate Corporation Plans to New 
Federal Government Project— 
Banks, Utilities Take Action 





The effect of the social security act 
on private ‘pension plans is_ being 
watched with interest. Several organi- 
zations have taken action and have 
coordinated existing pension programs 
with the federal plan. 

Because the social security pensions 
are loaded in favor of the lower wage 
group, the adjustment of private plans 
to the federal program is more involved 
than a simple matter of percentages. In 
some cases the revised private plans are 
eliminating the lower wage groups who 
under the social security act will get 
more than they previously did under the 
private plans. However, the social se- 
curity program does not provide as well 
for the higher wage groups as do present 
pension plans, so if adequate retirement 
incomes are to be provided for those in 
the upper income brackets provisions 
must be made in addition to the social 
security program. 

The average private pension plan in 
the past has been based on a 1% percent 
plan and it is suggested by group com- 
panies that this be reduced to 1 percent 
to take into consideration the social 
security provisions. The group com- 
panies are not offering any definite sug- 
gestion but are keeping their plans flex- 
ible so the employers can adjust pensions 
to plans best suited to their purpose. 

The Northwestern Mutual Life will 
replace its pension system, established 
in 1915, with a new savings and retire- 
ment plan to become effective Jan. 1 
on a voluntary basis. Under the new 
plan available to its 1,600 employes and 
company officials, a fund is created to 
which the employes and the company 
will contribute jointly, and to which 
interest will be credited. From this 
fund old age, disability and death bene- 
fits will be paid. Retirement at a fixed 
age will be compulsory for all employes 
and officials. 

To launch the new plan, the company 
will contribut. a sum based on a per- 
centage of total past salaries, which rep- 
resents the company’s obligations under 
the old system. As present employes 
will have contributed nothing to this 
initial fund, it will not be subject to any 
rights of withdrawal or resignation. 


Deposit of 4 Percent 


After Jan. 1, the fund will be increased 
by employe deposits of 4 percent of 
each pay check and a contribution by 
the company of a similar amount. These 
deposits are subject to the deduction of 
the amounts which must be paid the 
federal government under the social 
security act. 

Upon retirement due to disability or 
age, the amount credited to the employe 
will be applied to the purchase of a 
monthly annuity benefit payable for life, 
or, in the event of death within 10 years 
after retirement, to his family for the 
remainder of the period. In the event 
of death during active service, the 
amount of the fund to the credit of the 
deceased employe will be paid in instal- 
ments to his family for five years. De- 
posits of employes who leave the com- 
pany for reasons other than age or 
disability or death, will be returned plus 
interest. Participation of those already 
on the payroll is optional, but for those 
joining after Jan. 1, it will be compul- 
sory. The old system provided no re- 
tirement benefits until after 15 years of 
service, and the pension available ceased 
at death. Those now pensioned will 
continue under the old system. 

A retirement pension plan has been ap- 
proved by directors of the Federal Trust 
Co., of Newark, N. J., subject to the 
endorsement of stockholders at the 











Policy Lost 16 Years Is 
Still Valid, Court Holds 


DENVER, Dec. 24.—The 
United States circuit court of ap- 
peals here held in a case against the 
Postal Life brought by Mrs. Alice 
M. Sanderson, widow of C. P. Al- 
len, that although a life insurance 
policy has been lost for 16 years 
that does not affect its validity. 

Allen, who died in 1916, left a 
policy for $4,526 in which his wife 
was named as beneficiary, but the 
policy was not found until 1932. 

lower court decided against 
Mrs. Allen when she brought suit 
to recover on the policy but the 
circuit court upheld her and 
awarded the full amount of the 
policy. 











annual meeting Jan. 12. Under the plan 
to be underwritten by the Prudential all 
male officers and employes may- retire 
at 65 and females at age 60. The amount 
of the pension will depend upon length 
of service. Both the bank and employes 
will contribute. The bank’s contribution 
will be equivalent to a pay increase of 
7 percent. The employes will contribute 
approximately 34 percent. 

The Illinois Bell Telephone Company 
is modifying its present pension plan so 
that the company itself will continue to 
pay the same amount toward pensions 
as formerly, while the employes will be 
given additional benefits representing 
the amount they now have to contribute 
under the social security act. The Com- 
monwealth Edison Company of Chicago 
will continue the same amount of bene- 
fits under its pension plan, making up 
the difference between the social secur- 
ity provisions and the level of its bene- 
fits under its former plan. , 


COLLEGE CONSIDERS PLAN 


The Michigan state board of agricul- 
ture, governing body of Michigan State 
College, is considering a plan for estab- 
lishing a retirement pension plan for 
the college faculty and employes. A 
proposed arrangement calls for contribu- 
tions of 5 percent by both the partici- 
pants and the institution. The school 
would augment its contribution on a 
service basis for older faculty men and 
employes. 


Many Seek South Dakota Post 


PIERRE, S. D., Dec. 24.—Although 
there is a large field or aspirants for 
the office of insurance commissioner of 
South Dakota, under the present law 
there can be no change until July 1, 
1937. The legislature convenes Jan, 5 
and, of course, may pass an amendment 
to permit a new appointment to be made 
before July 1. One of those being men- 
tioned as a possibility is W. N. Van 
Camp, former commissioner. 





Life Underwriters Work on 
Missouri Legislative Plan 





STUDY QUALIFICATION LAWS 


Agents Favor O’Malley’s Code but 
Feel Specific Revisions Have 
More Chance for Success 





KANSAS CITY, Dec. 24.—The Mis- 
souri Association of Life Underwriters 
has outlined a comprehensive legislative 
program for the 1937 legislature, accord- 
ing to Charles L. Scott, general agent 
here for the Massachusetts Mutual Life, 
who heads the state association’s legis- 
lative committee. Most agents favor 
the code proposed by Superintendent 
O’Malley, but feel that they will be more 
successful with a few specific sugges- 
tions rather than with a sweeping revi- 
sion of all insurance laws. 

A permanent registration law for life 
agents, administered by a board of expe- 
rienced and qualified life underwriters, 
selected from the state association, with 
the insurance superintendent a member, 
is being considered. There would be no 
general agents or managers on the 


board. 
“We are investigating the results of 
agents’ qualification laws in other 


states,” said Mr. Scott, “with a view to 
building an ideal arrangement for this 
state. If such a movement finally is 
deemed practical, we are going to try 
to see to it that organizations not now 
under the supervision of the superinten- 
dent—burial associations, assessment 
associations of all sorts—are brought 
under supervision of the state.” 


Need for Exemption 


There is need for a new exemption 
statute in relation to life insurance, 
according to Mr. Scott. Missouri now 
has a statute which attorneys generally 
consider a very weak one. The state 
allows, in case of insolvency, exemption 
of only an amount of insurance which 
$500 in annual premiums will purchase 
and then only if the insurance is pay- 
able to the wife. Most states have 
statutes providing that all life insurance 
payable to the wife should be exempt 
except insofar as premiums on such in- 
surance are paid in fraud of creditors. 
Such laws throw a cloak about insurance 
for beneficiaries other than the man 
himself or his estate, for which he paid 
premiums over a long period prior to 
bankruptcy. 

Another desirable change is to permit 
guardians or trustees for minors and 
incompetents to invest funds in legal 
reserve life insurance or annuities. The 
objective is to make such investment a 
legal privilege on the part of such 
guardians and trustees, which it is not 
under the present law. 

Underwriters feel that some change 

(CONTINUED ‘ON PAGE 8) 








THE WEEK IN INSURANCE 





Chances are good for passage of 
amendment by Congress exempting life 
insurance taken to pay death federal 
duties from estate taxes, ge og to 
F. L. Morton, manager, New York Life 

Page 1 
* * * 

e . Claypool resigns as executive 
vice-president of the Continental Assur- 
ance, Ross Moyer of the Business Men’s 
Assurance is elected vice-president and 
actuary of the Continental Assurance. 

Page 1 
* * * 


Non-par companies reported about to 
add participating contracts to line. 
Page 1 
* * x 


Companies are rumored to be consider- 
ing an arrangement to eliminate unduly 
licated ial settlement option 
Page 1 








agreements, 
x * * 

Social security act expected to stimu- 
late sale of various forms of life insur- 
ance. i de Page 2 

* 


Use of logical, consistent system of 


grouping premiums by states is held to 
be sufficient to meet technical require. 








ments of new Schedule T of annual state 
ments. Page 3 


*x* * x* 

Copies of the redrafted Iinois insur- 
anee code bill are now being distributed 
and are being studied with much in- 
terest. Page 3 

* * x 


F. L. Morton, New York city manager 
New York Life, and one of the outstand- 
ing tax experts in the life insurance, re- 
signs as of Jan. 1 to become a personal 
producer, seeing big field in tax ap- 
proach, ia Page 15 

* 


Legislative program for Missouri out- 
lined by state life underwriters associa- 
tion, Page 4 

* * * 


Revised life and annuity policies an- 
nounced by Home Life of New York, 
effective Jan. 1. Page 19 

* * * 
Dividend scale advance announced by 


New York Life. Page 18 
* * * 

Equitable Life of New York an- 

nounces 1937 dividend scale; dividends. 


on participating annuities reduced. 
. Page 18 











Postal Inspector Out After 


Shady Texas Benefit Outfit; | 





MAY INDICT AT LEAST Two 





Federal Man Outlines Fraudulent Prac. 
tices of Concerns Preying on 
Aged and Bargain Seekers 





DALLAS, Dec. 24.—Oscar E. Smith, 
postal inspector, announces charges of 
mail fraud against at least two mutual 
benefit concerns operating in Texas will 
be brought to the attention of the fed. 
eral grand jury in January. The postal 
inspector declares the legitimate com- 
panies have the right of protection 
against fake operators and that certainly 
the public must be protected from con- 
cerns which can not and do not comply 
with their contracts. Some of these ille- 
gitimate companies have used the United 
States mails in the operation of their 
business. 

“Trading on the reputations and 
soundness of responsible insurance firms, 
these outfits have been going to old peo- 
ple and issuing them policies without 


medical examination for low rates and | 


then avoiding payment of claims by 
tricky clauses or reorganizing into an- 
other company,” said Inspector Smith. 


Revive Dormant Charters 


“One favorite trick is to revive a long 
dormant charter issued to a company 30 
or 40 years ago and then advertise as 
old line company organized at the date 
of the original company.” 

While only two companies are certain 
to have their affairs aired by the federal 
grand jury in January, more than 50 
others are being investigated in Texas 
and it is possible fraud charged may be 
carried to the probers concerning them. 

Some of these outfits have issued poli- 
cies to persons 80 years old for $9 per 
month per $1,000, according to Mr. 
Smith. In other instances they insure 
persons around 40 without examination 
at some $8 per $1,000 less than the old 
line companies. Mr. Smith said the 
very nature of the claims of these com- 
panies should make the people shy away 
from them, but thousands of persons in 
Texas are being defrauded monthly by 
these companies. “Most of them are 
elder persons whom legitimate compa- 
nies will not insure because of age or 
physical disability, and small wage earn- 
ers who are anxious to have insurance 
of some kind and go in for bargains, 
said Mr. Smith. 


Rework Their Lists 


These shady concerns, according to 
Mr. Smith, pass lists of policyholders on 
to other companies and often old per- 
sons are persuaded to buy from several 
concerns which write tricky policies and 
manage to avoid payment of claims by 
those means or by closing out the com- 
pany issuing the policies and opening 
another. : 

Mutual benefits have multiplied in 
Texas to a point where they are not 
only “plucking” the aged and the small 
wage earners, but are taking thousands 
of dollars monthly from Texans who are 
in position to buy legitimate insurance, 
but who like to invest in “bargains. 


Paradis Acting Superintendent 


MONTREAL, Dec. 24.—Until a suc 
cessor is named by the provincial cab- 
inet in January to succeed B. A. Dw- 
gal as insurance superintendent of Que- 
bec, J. A. Paradis, assistant superinten® 
ent, will be the acting department hea¢. 

While no official statement has beet 
made in regard to the coming appoint 
ment, several members of the govern 
ment favor Mr. Paradis for the post. #¢ 
has been in the service of the depart 
ment over 20 years and has been assist- 
ant superintendent for a number ° 
years. 





The La Salle Life of Houston, Tex., has 
changed its name to Home Life and its 
place of business to Dallas. 
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Marked Increase in Taxes 
on Gifts Indicate Trend 





PROSPECTS FOR INSURANCE 





Kansas City Expert Interprets Provi- 
sions of Measure—Considerable 
Savings Are Possible 





KANSAS CITY, Dec. 24.—Gift taxes 
paid through the office of the collector 
of internal revenue here totaled $289,760 
during the fiscal year ending June 30, 
on gifts made in 1935. This compares 
with $52,298 for 1934, an increase of 
554 percent. 

The total gift tax received by the 
government during the fiscal year end- 
ing June 30, was $160,058,761, as com- 
pared with $71,671,276 the year before, 
an increase of 216 percent. The gift tax 
collections are expected to increase 
again this year. 

“This indicates,” said Oliver J. Nei- 
bel, estate and tax counsel of the Penn 
Mutual agency here, “that the people of 
western Missouri are giving away mil- 
lions of dollars to escape the high death 
and income taxes now imposed by the 
federal government, for no tax is paid 
on a gift of under $45,000.” 


Considerable Savings 


The saving resulting from such gifts 
is considerable, inasmuch as if retained 
in the estate, the amounts will be sub- 
ject to a federal death tax of 26 percent 
or even more. The highest death tax 
bracket being taxed at 70 percent and 
the income from the gift thus made, if 
returnable by the person making the 
gift, often is taxable as much as 43 per- 
cent or more, the highest bracket being 
taxable at 79 percent. The gift taxes 
paid are much less because of the gift 
tax exemptions and the use of the low 
rate of taxation in the lower brackets, 
Mr. Neibel points out. 

Gifts made to minimize death taxes 
take many forms. Among the many 
methods used by Kansas City people 
are: absolute gifts of money or prop- 
erty, creation of irrevocable trusts for 
the benefit of members of the family, 
and irrevocable assignments of life in- 
surance contracts on the life of the giver 
or on the life of the recipient of the 
gift. All such gifts, however, must be 
absolute and irrevocable in order to 
escape death taxes and minimize income 
taxes; and the person making the gift 
cannot retain any interest or control 
over the property or policies given away 
or the income derived therefrom. 


Two Classes of Exemption 


There are two classes of exemptions 
in the present federal gift tax law: (a) 
an annual exemption of $5,000; (b) a 
specific or general exemption of $40,000. 
The $5,000 annual exemption permits a 
person to make to as many individuals 
as he may desire gifts of $5,000 or less 
every calendar year without tax, pro- 
vided such gifts are not what is termed 
“future interest,’ Mr. Neibel explains. 
Any gift above $5,000 to any one person 
in any one year is charged against the 
general exemption of $40,000 until it is 
entirely consumed, after which time a 
gift tax is assessed against the person 
making the gift. The rate of taxation 
begins at 1% percent on the first 
$10,000 above exemptions and climbs to 
a maximum of 5234 percent. 


Heavy Demand Reported 


Leading life insurance offices in Kan- 
sas City report an exceptional demand 
from those taking advantage of the 
$5,000 annual gift tax exemption during 
1936, for irrevocable assignments to be 
used to make gifts of life insurance con- 
tracts already in force, and a remarkable 
increase in sales of gift insurance, both 
annual and single premium because of 
the advantages offered through life in- 
surance gifts that are obtainable in no 
other way. In order to take advantage 


of the 1936 annual gift tax exemption, 
gifts must be completed by Dec. 31. 





Jubilee Toastmaster 














JOHN W. CLEGG 


John W. Clegg of the Penn Mutual 
Life in Philadelphia, who is a past 
president of the National Association of 
Life Underwriters, will be the toastmas- 
ter at the golden jubilee dinner of the 
Philadelphia Association of Life Under- 
writers Jan. 14. One of the speakers 
will be Dewey Short, congressman from 
Missouri, who is known as the “Hill 
Billy of the Ozarks.” 








U. S. Authorities Are Still 
Silent on Status of Agent 


WASHINGTON, D. C., Dec. 24.— 
No official ruling as to the status of in- 
surance agents under the social secur- 
ity act has been issued by the bureau of 
internal revenue, and observers in Wash- 
ington today were inclined to doubt the 
authenticity of rumors that officials of 
the bureau have reached the conclusion 
that agents are independent contractors 
except under special circumstances giv- 
ing rise to an employe relationship. 

It is pointed out that such a position 
would be inconsistent with the general 
policy of the bureau, which is that all 
persons within a class covered by a tax- 
ing statute are subject to tax except 
where they can show the existence of 
conditions justifying exemption. 

Bureau regulations, it is explained, 
seldom if ever hold any particular class 
of persons exempt from tax with excep- 
tions; rather the policy is to hold the 
entire class taxable with exceptions 
which are outlined. 

If the bureau is considering exemp- 
tion of agents as a class, it has entirely 
abandoned the position which it was 
represented as maintaining heretofore 
that all agents were employes except 
where it could be shown their relation- 
ship with the company was that of an 
independent contractor. 


_< 


JOURNAL OF COMMERCE STORY 


NEW YORK, Dec. 24—Internal 
Revenue Commissioner Helvering has 
reversed the previous broad interpreta- 
tion of an acting deputy commissioner 
to the effect that insurance agents com- 
pensated solely by commission are em- 
ployes under the social security act un- 
less shown to be otherwise and has con- 
cluded that they should be held to be 
independent contractors unless a specific 
employer-employe relationship is shown, 
according to the New York “Journal of 
Commerce,” which states that it was 
“reliably informed” of this conclusion of 
the commissioner’s. Insurance organi- 
zations interested in agents’ status under 
social security immediately got into 
communication with Washington after 
the story appeared, but were told that 








no official information was available. 


Insurance Angles Found in 
Equity Corporation Probe 





SEC CONDUCTS A HEARING 





David Milton, Superintendent O’Malley 
and P. B. McHaney Are Among 
Witnesses in Washington 





The complicated setup and_ trans- 
actions centering about the Equity Cor- 
poration were again brought out in a 
hearing before the Securities & Ex- 
change Commission in Washington. 
Just previously, much the same ground 
was covered in the hearings before the 
Sabath congressional investigating com- 
mittee in Chicago, when that committee 
was looking into life insurance company 
receiverships and reorganizations. 

David M. Milton, president of Equity 
Corporation and son-in-law of John D. 
Rockefeller, Jr., was one of the principal 
witnesses. in Washington, as he was 
before the Sabath committee. Another 
witness in both places was Superinten- 
dent O’Malley of Missouri. P. B. 
McHaney, former counsel of the Mis- 
souri department, and now one of the 
trustees of the General American Life 
of St. Louis, was also a witness in 
Washington. 


Equity Furnished Funds 


Equity Corporation furnished the 
funds for organizing the General Ameri- 
can Life, which then took over the busi- 
ness of the old Missouri State Life. Mr. 
McHaney testified that Mr. O’Malley 
was convinced by Mr. Milton’s back- 
ground and reputation that he was 
dealing with “the right kind of people.” 
Mr. Milton’s name was introduced to 
Mr. O’Malley, according to Mr. Mc- 
Haney, by Walter Head, now president 
of General American, and Arthur Co- 
burn, now vice-president of Southwest- 
ern Life. 

“Were any questions asked about Mr. 
Milton’s financial background?” counsel 
for the committee asked Mr. McHaney. 

“I know that Mr. O’Malley and the 
insurance department knew that he was 
connected with the Rockefeller family.” 

“What impressed you and Mr. 
O’Malley that you had the right kind 
of people so far as this deal was con- 
cerued:” the witness was asked. 

“The standing of Mr. Head and Mr. 
Coburn were all factors, combined with 
Mr. Milton’s reputation and_ back- 
ground,” 


Rockefeller Money 


The counsel for the committee under- 
took to prove that Mr. O’Malley had 
thought that the Rockefeller money was 
coming to the rescue of Missouri State 
Life, whereas the $2,000,000 that was 
put up came chiefly from one of the 
subsidiaries of Equity Corporation, in 
which Mr. Milton had acquired control 
for a comparatively small investment. 

It was brought out that Mr. Milton 
gained control of investment trust and 
insurance company resources estimated 
at $218,000,000 by an initial outlay in 
cash and 6,500 shares in stocks. The 
testimony indicated that Mr. Milton 
supplying one-third, and his partner, 
Ellery Huntington, two-thirds, used 
cash amounting to $41,000,000 and 
19,000 shares of American Colony In- 
surance Company stock to acquire con- 
trol of the Consolidated of New York, 
which in turn controlled the Oceanic 
Insurance Company, which owned one- 
quarter interest in Equity Corporation. 

The testimony further showed that 
Mr. Milton and Mr. Huntington, 
through their control of Underwriters 
Equity Corporation, sold on May 19, 
1933, $900,000 stock in American Colony 
and Colonial States Fire to the Inter- 
state Equities Corporation, a subsidiary 
of Equity Corporation. 

Also that six days later they bought 
for $1,000,000 a controlling interest of 
1,500,000 shares in Equity Corporation 
with the funds obtained from sale of 
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RECORDS _ 
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Ohio State Life—The Mansfield, 9 
agency under Manager Ralph P. Smith 
won the president’s victory trophy in the 
inaugural campaign in honor of Pres. 
dent Claris Adams. The Marion, 0, 
agency was second, Pittsburgh third 
Columbus fourth, Newark fifth, Lima 
sixth Chicago-Kiefer seventh, Toledo 
eighth, Los Angeles ninth and San Ap. 
tonio tenth. 

Of the individual producers, A, £ 
D’Emilio, manager of the Pittsburgh 
agency was first; J. H. Culler, Ashland 
second; A. C. Myers, Delaware, third: 
Alfred Guay, Los Angeles, fourth; C, A 
Contis, Pittsburgh, fifth; L. S. Shafer 
Indianapolis, sixth; Fred W. Hoch, 
Marion, seventh; C. S. Schilling, Ney. 
ark, eighth; Willard Morris, Columbus, 
ninth, and E. S. Spear, Gallipolis, tenth, 
Winning agents will receive cash awards 








ning agencies. 
Edward A. Woods Company, Equi. 


In an annual loyalty day sales campaign 
743 applications for $2,328,000 of life 


totaled 22 cases for $15,650,220. Special 


reception of reports which poured in 
from the company’s territory embracing 
62 counties in three states. The success 
of the day’s campaign reflected improved 
business conditions of the district. 


Great American Life, Tex.—Noven- 
ber, president’s month, showed a produc- 
tion of new business of approximately 
$1,500,000. The first 11 months showed 
an increase in renewal premium income 
of 28 percent. 


Occidental Life, California—Increased 
written new insurance in November 
nearly 10 percent. For 19 consecutive 
months the company has. registered a 
substantial gain over 1934 and 1935, 
This year shows a new alltime high, 

Bankers Life, Neb.—November set 
record in number of applications with 
651, 79 being received on one day. 


Kansas City Life—The average annual 
premium policy issued during 1936 up 
to November was $1,627, and the annual 
premium per $1,000 of such business was 
$28.71. 


Business Men’s Assurance—90 agents 
qualified for Grant Club by Dec. 1, com- 
pared to 82 a year ago. Production also 
increased. 


R. L, Fitzgerald, Missouri, Kansas City 
Life— Has written business in each 
of the state’s 114 counties for the third 
consecutive year. 


Stumes & Loeb, Chicago, Penn Mutual 
-—Increase of about 20 percent in cash 
premiums to date over the same period 
last year. 


R. L. Ingraham, Los Angeles, Connec- 
ticut Mutual Life—Paid-for new insur- 
ance for November increased 25 percent 
and for the year to Dec, 1, about 10 per- 
cent. 


George H. Page, Los Angeles, Califor- 
nia-Western States Life—Business to 
Dec. 1 exceeded the entire year 1935 in 
written and paid-for new business. 


Mark S. Trueblood, Los Angeles, Union 
Central Life—November written  busi- 
ness was $727,987, compared with $282,- 
954 for that month last year. 


J. W. Yates, Massachusetts Mutual, 
Los Angeles—Leads all agencies in num- 
ber of policies paid, ranking third for 
the year to date in premiums paid; le 
all agencies of the company last year In 
number of policies and premiums paid, 
ranking second in volume of business. 








insurance stocks to the Interstate, a sub- 
sidiary of Equity. ‘ 
Also that on Dec. 1, 1935, Equity i 
addition to its own resources of $33,000, 
000, controlled General American Life, 
United Founders Corporation and Nort 
Star Life. 





“Life Insurance and the Federal Ta* 





Laws”—authoritative 44-page booklet 
50c. Order from National Underwriter 







and plaques will be given to the win. | 
table Life of New York, Pittsburgh— | 
insurance were sold. Group insurance | 


telegrph_ lines were installed in the | 
Frick building headquarters to facilitate | 
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LIFE INSURANCE EDITION 





PAGES FROM THE DIARY OF A MODERN 








TUESDAY 


I read today where a famous Coach 
declared that spectators became more 
keenly interested in football after the 
forward pass was used. It opened up 
the game. 

It put men on the receiving end, out 
where everybody could see and understand. 
Before that, whoever had the ball was 
nearly always under a confusing pile of 
arms and legs. 

If I can put men on the receiving end 


f life i — t " that 
porate ig eer feb con= ED UCATING 
fused by all kinds of policies; all kinds 
pisoierl I ia rads pacts rae RECRUITING 
th f fusi details. 
reaguane ered aie kediae. TRAINING 
Planned Estates has opened up life SUPERVISING 


insurance selling by always placing the 
prospect on the receiving end. Planned 
Estates is as modern as the forward pass, 
and it's drawing big. 


PRESTIGE BUILDING 
PROSPECTING 
CLIENT BUILDING 

















PLANNED ESTATES, IN BOOKLET FORM, WILL BE FURNISHED 
ON REQUEST. WRITE C. C. FULTON, JR., Agency Vice-President. 
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Unrealized Group 
Opportunity Open 


(CONTINUED FROM PAGE 3) 





grant under the social security act pro- 
vided by joint action of the federal gov- 
ernment and the state should be in- 
creased to a maximum of $50 per month 
with the elimination of the means test.” 
he said. “Any one analyzing this whole 
situation would realize that if there could 
only be a grant from the states and from 
the federal government dug up out of 
interest resources or created out of some 
magic government, it would be a grand 
thing to have substantial monthly pay- 
ments go to all the old folk without 
qualification. 

“But the facts are in the absence of 
any such resources, these grants can 
only come from the toil and production 
of the workers themselves and therefore, 
represent a sacrifice of the workers 





which must definitely reduce the stand- 
ard of living all under retirement age.” 

Another danger about the plan on the 
present setup is that the reserves are 
estimated as mounting to $47,000,000,000 
in 1980, Mr. Graham said. Even the ac- 
cumulation of the $15,000,000,000 fund 
originally proposed for the act would be 
dangerous and unnecessary, he warned, 
adding that it is to be hoped that no such 
fund will be accumulated and that the 
act will be so administered to keep down 
the contributions to something resem- 
bling a pay-as-you-go basis. 


Benefits Grade Down Rapidly 


Mr. Graham revealed that premiums 
received by the Equitable for each of 
the group coverages—group life, acci- 
dent and health, and accidental death 
and dismemberment insurance, hospital- 
ization benefits and group annuities—is 
at a new high this year and he expressed 
the belief that this is generally true of 
the other group-writing companies, This 
indicates an answer to the question often 











A SON IS WORTH——? 


A boy’s value to society will depend on his prep- 


aration for the responsibilities to come. 


The father has a lot to do 
with the writing of the 


price tag. 


Show the paternal prospect 


how he can use life insur- 


ance to make certain the 


adequate education of his 


children. 





Che Prudential 


Insurance Company of America 
EDWARD D DUFFIELD, President 


Home Office 


- Newark, New Jersey 














asked as to what effect the social secur- 
ity legislation will have upon insurance, 
he said. 

“It is to be remembered that the so- 
cial security act, while representing bene- 
fits based on a fairly generous percent- 
age of the first $100 of earned income, 
grades this benefit down rapidly for ad- 
dition to this income and provides no 
benefits for any part of a salary or wage 
exceeding $250 a month,” he pointed. 
“This leaves a field that can only be ade- 
quately covered by private group con- 
tracts with insurance companies.” He 
added that one out of every three work- 
ers covered under the federal social se- 
curity retirement provision is also cov- 
ered by group life insurance for approxi- 
mately a $1,600 average and that today 
$100 out of every $1,000 of the huge sum 
of insurance money going back to bene- 
ficiaries is represented by group life in- 
surance. 

Commenting on the proposed amend- 
ment to the social security act which 
will be brought up at the next session 
of Congress and which would exempt 
from the operations of the act retire- 
ment annuity plans as generous and as 
well secured as the government’s, Mr. 
Graham said further that this would 
leave an option for those who prefer 
private plans to government plans while 
without the amendment the act has the 
weakness of excluding insurance com- 
panies from a corner of the insurance 
field in which they have blazed the trail 
for employer and employe contributory 
old age benefits in this country, while 
with the amendment the act has the 
merit of being supplemental to and not 
destructive of existing insurances. He 
pointed out that private plans underwrit- 
ten by life companies can readily be ad- 
justed to dovetail with government 
insurance. 


Pays Tribute to Insurance Agents 


Mr. Graham paid particular tribute to 
the “splendid body of men and women 
constituting the alert and able field 
forces of the insurance companies.” 

“Many who have taken out insurance 
are disposed to do that human thing of 
viewing the act as having been engend- 
ered by their own unprompted vision,” 
he said. “That may be so, but if the 
history of the United States in the wide- 
spread use of insurance is a criterion, the 
efficient American agency organization 
as compared with those of other coun- 
tries must be credited with a consider- 
able part of the impressive results ob- 
tained to date in providing social secur- 
ity for our people.” 


Life Underwriters Work on 
Missouri Legislative Plan 





(CONTINUED FROM PAGE 4) 


should be made in Missouri’s suicide 
law. The present statute holds that the 
burden of proof is on the insurance com- 
pany to show that the man contemplated 


suicide at the time he bought the con- |. 


tract. In effect, suicide in Missouri 
becomes, legally, an accident. 

It is regarded as distinctly unfair that 
under the present law the insurance 
company must prove that age is a con- 
tributing factor in death in cases of 
misstatements of age in insurance appli- 
cations. The company must pay the 
face of the policy under Missouri law 
now, whereas life insurance contracts 
plainly state that in case of misstate- 
ment of age, the amount payable under 
the policy shall be an amount such as 
the premiums actually would have pur- 
chased at the correct age. 

For some time life insurance men in 
Missouri have objected to the high occu- 
pational tax charged by Missouri cities 
for the appointment of each agent. 
Sedalia, for instance, charges $50 for 
each appointment. 

The state association contemplates 
contesting such taxes in a test case dur- 
ing the coming vear. 

These proposed legislative matters will 
be discussed with legislators Dec. 28 
by members of the Southeastern Mis- 
souri Life Underwriters Association at 
Cape Girardeau. The law and legislation 


Chicago Brokers License a 
Law Passed, with $25 Fe. 


Life and accident agents in Chicago 
who have secured state brokers licenses 
to place surplus business with compa. 
nies other than their own appear to be 
subject to the new ordinance passed this 
week in Chicago imposing a $25 license 
fee on insurance brokers. However, life 
agents can place surplus lines by secur. 
ing an agent’s license for the company 
to which they submit surplus lines, anq 
this seems to be the way out of the diff. 
culty. 

The ordinance gives the mayor power 
of suspending or revoking a broker's ]j- 
cense for wilful misrepresentation of 
policy terms or benefits, for refusal to 
pay to the company premiums received 
from assured, for conviction of an “in. 
famous crime,’ for dishonorable con- 
duct or dishonest practices. Penalty 
runs from $25 to $200 for each offense, 
the law stating each day the violations 
occur is deemed a separate offense. The 
law becomes effective immediately with 
publication. 


Association Watches Situation 





C. B. Stumes, Penn Mutual, chairman 
leislative committee Chicago Association 
of Life Underwriters, is cooperating 
with R. M. Redmond, president Insur- 
ance Brokers Association of Illinois, in 
studying the measure and determining 
what action to take. The new law su- 
persedes an old one imposing a $25 li- 
cense fee, which was successfully fought 
by the brokers for many years. The 
old measure was ineffective but the new 
one has teeth, and in some respects 
would be beneficial to whole time insur- 
ance producers, 

The council’s action was due to pres- 
sure to raise revenue, especially for gar- 
bage collection in Chicago, a function 
which has lagged recently due, it is said, 
to funds being diverted to other pur- 
poses. 

Definition of Broker 


In the new ordinance an insurance 
broker is defined as any person who for 
“money, commission, brokerage, or any- 
thing of value acts or aids in any man- 
ner in the sale or negotiation on behalf 
of the assured” of insurance contracts 
on “lives, buildings, vessels or other 
property, including workmen’s compen- 
sation, personal accident and disability, 
plate glass, automobile and all forms of 
casualty insurance and_ fidelity and 
surety bonds.” 





South Carolina Legislation 
on Part-Timers to Be Asked 





_ CHARLESTON, S. C., Dec. 24.—A 
move to limit the life insurance field to 
those legitimately and actively in the 
‘business has been inaugurated by the 
Charleston Life Underwriters Associa- 
tion. The legislative committee is draft- 
ing suitable legislation, to be introduced 
at the next session of the general as- 
sembly. Raising of the state license fee 
to such a figure that it will drive part- 
time men from the field is one of the 
recommendations being considered. A 
resolution adopted by the association de- 
clares that it is unwise and unethical for 


“‘sub-agents to be established in towns 
of less than 50,000. 


It says clerks in 
stores, proprietors of establishments and 
others gainfully employed in business 
have contracted with life companies, 
“and are thereby hurting the legitimate 
life insurance agent who _ necessarily 
must make his living thereby.” 

The association has decided that every 
“agent” in employment other than in the 
life insurance business will be reported 


to the commercial establishment so em- 


ploying him and also to the insurance 
company giving him a contract. 


membership campaign was 
launched, with Kenneth E. Bristol as 
chairman. 








committees of each of the state’s mime 
local associations have been invited to 








participate. 
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WEYMOUTH L. MURRELL 


Weymouth L. Murrell, who has joined 
the Mutual Benefit, heretofore has been 
assistant superintendent of agencies for 
the Travelers at the head office. He will 
be associated with his brother, T. G. 
Murrell, in supervising Mutual Benefit 
agencies at San Francisco, Spokane, 
Seattle and Portland and acting as gen- 
eral agent at Los Angeles. Weymouth 
Murrell has been in the insurance busi- 
ness since 1924, In that year he joined 
the Travelers at Lynchburg, Va. He has 
been at the head office of the Travelers 
since 1928, 





Doty Named at Sioux City 





Leading Mutual Benefit Agent at Jack- 
son Miss., Succeeds Morton 
as General Agent 





Alvon H. Doty, leading producer of 
the Jackson, Miss., agency of the Mu- 
tual Benefit Life, has been appointed 
general agent at Sioux City, Ia., suc- 
ceeding W. D. Morton, who relinquished 
general agency duties several months 
ago. 

Mr. Doty entered the business in 1930 
with another company, holding various 
managerial posts until he became a field 
superintendent of agents, resigning in 
1935 to go with the Mutual Benefit. 

He has been active in the civic, busi- 
ness and religious life of Jackson, being 
president of the Mississippi Association 
of Life Underwriters in 1936. He was 
born in 1902 at Winona, Miss., educated 
at Mississippi College, and after gradua- 
tion was educational director of his 
church until 1930. 


Archibald Assistant Actuary 


J. C. Archibald has been appointed 
assistant actuary of the Bankers Life of 
lowa. He went with the company in 
1934 from the Equitable Life of New 
York. He is a graduate of the Uni- 
versity of Toronto and a fellow of the 
Actuarial Society. 


Coe Named Georgia Manager 

O. J. Coe has been appointed Georgia 
manager by the Life of Virginia with 
headquarters in Atlanta, effective Jan. 1. 
He succeeds General Agent B. W. Tor- 
rance. Mr, Coe is a native of Atlanta, 
and a graduate of Ottawa University, 
1910. In 1914-1915 he was principal of 
the Hinsdale township high school, 
Hinsdale, Ill., later going with W. A. 
Alexander & Co., in Chicago, as a cas- 
ualty agent. After war service as a 
captain, he was branch manager of Gen- 
etal Motors in Detroit, then Atlanta 
branch manager of United Motors Serv- 
ice, from 1921 to 1931. He then was 





in an executive position with the Chev- 
rolet Motor Company in the Atlanta 
zone. In 1933 he joined the Crain 
agency of the Penn Mutual in Atlanta, 
from which connection he goes to the 
Life of Virginia. 


John Hancock Widens Cover 


Industrial Policies to Be Liberalized— 
Incontestable Period Shortened, Re- 
instatement Period Lengthened 








Industrial policies of the John Han- 
cock Mutual are to be liberalized in im- 
portant respects in 1937, President Guy 
W. Cox announces. Last week an- 
nouncement was made of intended lib- 
eralization of policies by the Metropoli- 
tan Life. 

The John Hancock changes will in- 
clude broadening of the provisions for 
non-forfeiture benefits, reducing the in- 
contestable period from two years to 
one year and extension of the period 
during the policy may be reinstated. 


W. S. Fuller Honors Duffield 


To compliment President E. D. Duf- 
field of the Prudential, who recently 
celebrated his 30th anniversary in the 
business, the company’s Cincinnati ordi- 





nary agency under the direction of Man- 
ager W. S. Fuller wrote 112 applica- 
tions totaling more than $1,436,000 in 30 
days. Leading agents were: Richard 
Dana, C. J. Heldman, Theodore Heck, 
Samuel Cantor and C. H. Hooker. 


Burrell Florida Manager 

Maynard C. Burrell has been ap- 
pointed manager of the Florida agency 
of the Fidelity Mutual Life, succeeding 
William Dickson, who becomes assist- 
ant manager. Mr. Burrell is a C. L. U. 
and formerly lived in Washington, D. C., 
but for several years has been in insur- 
ance work in south Florida. He will 
make his home in Jacksonville. 


Planning Year’s Quota 


Stressing the number of new persons 
seen about life insurance is the most 
practical way for the young man to 
plan his next year’s quota, T. G. Mur- 
rell, New York City manager Connecti- 
cut General Life, told the New York 
City Life Underwriters Association. 
Men in his office have averaged better 
than $11 for each new man they have 
seen and talked life insurance to. He 
advocated doing a better job each day 
rather than worrying too much about 
the entire year. He urged the use of 
rehearsal and drill for skill in presenta- 








Woman Writes 73 Apps 
in Month in Small Town 


Mrs. Alice L. Doke, Penn Mu- 
tual agent at Ephraim, Utah, which 
has less than 2000 population, sold 
73 applications in November, beat- 
ing by three the total production 
of 25 other agents of the Utah 
agency with Salt Lake City head- 
quarters. Mrs. Doke, who is 
around 50 years of age and the 
wife of a cattleman, issued a chal- 
lenge the first of the month to the 
rest of the agency that she would 
equal their production. A com- 
pany dinner was held in her honor 
by General Agent W. A. Carter. 














tion, saying that each agent should take 
his best performance in the various 
stages of selling and crystallize it so that 
it becomes a habit. If on the basis of 
past performance an impossible amount 
of work appears to be called for in or- 
der to earn the necessary income, the 
needed remedy is probably a better qual- 
ity of prospects or increased skill, he 
said. 


Reducing Your Taxes, 50-page 


Orel Order from National 


booklet, 50 cents. 
Underwriter. 
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SECURITY --- 
AND CERTAINTY 


Just as your prospect's future can be made 
secure by properly planned life insurance, so 
your success can be made certain through our 


planned sales program. 


A liberal agency contract. 

A plan for financing your agency. 
Accounting methods to guide you. 
Proven plans for finding—training agents. 
A liberal financing plan for your agents. 
A unique supervisory system. 
Organized Selling Plans,—Sales Talks 
Unusually effective selling equipment. 
Policies of all kinds: Regular—Juvenile—Women—Group—Payroll 
Savings, etc. 
Monthly Premiums. 
A Mutual Company 57 years old—an understanding cooperative 
Home Office. 
Not too big to know you,—big enough to command respect every- 
where! 


Our booklet “FACTS’’ will be sent on request 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 
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Study New Draft 
of Illinois Code 


(CONTINUED FROM PAGE 3) 





Discretionary powers lodged in the di- 
rector of insurance are much less than 
in the former code. 

Title companies are brought under the 
insurance code. ‘The classifications of 
companies are: Class 1, life, accident and 
health; class 2, casualty, fidelity and 
surety; class 3, fire and marine; class 4, 
title guaranty. Companies are to be 
classified according to these classifica- 
tions and any second or third class com- 
pany with sufficient capital can be au- 
thorized to transact any kind or kinds 
of business enumerated in classes 2 and 


The capital requirement for a com- 
pany writing life insurance is $100,000 
and for one writing accident and health 
insurance $100,000, while for a company 
writing both life and accident and health 
the requirement is $200,000. 

Casualty, fidelity and surety com- 
panies writing all classes except compen- 
sation and fidelity and surety require 
$200,000; companies writing compensa- 
tion or fidelity and surety, $200,000; 1i- 
ability and compensation, $200,000; all 
casualty, fidelity and surety classes, 
$300,000; and any company wishing to 
write all casualty lines and all fire and 
marine lines must have $500,000. The 
requirements for fire and marine alone, 
without casualty or surety, is $200,000. 





The minimum for a title guaranty com- 
pany is $200,000. 

In addition to the required capital a 
company at the time it secures its cer- 
tilcate of authority must have a paid in 
surplus of not less than 50 percent of 
the capital. 

Incorporators of insurance companies 
are required to furnish two bonds in 
favor of the state of Illinois, for $10,000 
each. One bond covers costs that may 
be incurred by the state by reason of 
any legal proceedings for liquidation or 
dissolution of the company. The other 
will be for the use and benefit of sub- 
scribers, shareholders and creditors. In 
lieu of such surety bonds the incorpo- 
rators may deposit $20,000 in cash or se- 
curities of the United States or of the 
state of Illinois. 

A mutual life, accident and health 
company must have $300,000 surplus, or 
$150,000 for either life alone or accident 
and health alone. 


Lloyds Allowed Unusual Coverages 


Reciprocals and domestic and foreign 
Lloyds are not much changed, but alien 
Lloyds, meaning Lloyds of London, can 
be authorized only to engage primarily 
in making insurance covering unusual, 
extraordinary and special hazards, in- 
cluding excess or reinsurance risks, not 
readily obtainable from other companies. 

Companies from outside the state must 
have their minimum capital and surplus 
and required reserve invested in securi- 
ties or property which afford a degree of 
financial security equal to that required 
for similar domestic companies, although 
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STATISTIC 


A figure sleuth has discovered that the average length 
of service of Mutual Benefit men (excluding new 
men) who attended the 1936 Agents’ Convention was 
something over thirteen years. An analysis of the 
“composite man” of this group shows that he began 
his service shortly after the post war depression, made 
“good money” during the boom, had to scratch like the 
dickens for his commissions during the Great Depres- 
sion, and, still working hard, is getting better results 
for his efforts in 1936. His thirteen-year service record 
is at once a tribute to his ability and industry and to 
the Company with which he is associated. 


MUTUAL BENEFIT 


LIFE INSURANCE COMPANY « NEWARK « N « J « 
























































the limitations on the kind or amount of 
securities for domestic companies will 
not apply to the outside concerns. This 
clause is expected to rouse some opposi- 
tion. 

Investments of a domestic life com- 
pany in common stocks are limited to 
corporations of the United States or 
of any state whose shares are registered 
on a national securities exchange and 
the corporation must have earned dur- 
ing any three years of the five year pe- 
riod next preceding the date of the in- 
vestment, a sum applicable to dividends 
equal in the aggregate to not less than 
12 percent of the par value of its out- 
standing shares. <A life company shall 
not invest in more than 5 percent of the 
total number of shares of any one such 
corporation, nor more than 50 percent 
of the amount by which capital and sur- 
plus exceeds the minimum capital and 
surplus requirements. 


Limit Acquisition and Renewals 


Acquisition cost of life companies in 
any calendar year after the calendar year 
in which the code takes effect are limited 
to the first year’s gross premiums. Re- 
newal expenses for nine years after the 
first year are limited to 10 percent of 
the gross renewal premiums. After the 
tenth year renewal expenses are limited 
to 3 percent. Acquisition expenses in- 
clude all commissions and other valuable 
considerations paid or payable to or for 
agents, and other expenses made or in- 
curred in acquiring new busines, ex- 
cept medical examinations and inspec- 
tion fees and the normal overhead ex- 
penses or operation at the home office. 
In computing such renewal expenses 
there shall be included commissions and 
other valuable considerations paid or 
payable to or for agents, and all other 
expenses made or incurred for the col- 
lection of such renewal premiums, ex- 
cept in normal overhead expenses of op- 
eration at the home office. 

This does not apply to accident and 
health or industrial business. 


Action Rumored on 
Settlement Frills 


(CONTINUED FROM PAGE 1) 


facing legal actions by secondary, bene- 
ficiaries who turn up after their shares 
have been distributed and want to hold 
the company responsible. No matter 
how legally sound a company’s position 
may be, the linkage of life insurance and 
lawsuits is always an unfortunate one 
to have in the public’s mind. 


Expense Here and Now 


Even without peering into the dim 
future, home offices can see plenty of 
time wasted and needless expense here 
and now. One of these settlement 
option agreements can easily take half 
a day’s time of a high salaried home 
office man and there is a definite feeling 
that the trend may as well be stopped 
now as any other time. 


Schedule T Technicalities 
Need Not Be Cause of Fear 


(CONTINUED FROM PAGE 3) 


which is viewed with more concern. 
This is the difficulty of geographically 
classifying policyholders for premium 
tax purposes. The proper allocation of 
state premium taxes is, of course, the 
entire object of Schedule T, as there 
have been some cases of erroneous allo- 
cation where later examinations resulted 
in additional taxes being paid to certain 
states. 








Use Logical Basis 


The best course for companies to pur- 
sue appears to be to classify their prem- 
ium collections as to states upon some 
basis which is logical and also consist- 
ent within itself, then letting the various 
state insurance departments make the 
next move if they feel they have reason 
to believe there is any significant dis- 
crepancy between the figures as shown 
and what they should be. 

If the allocations are all made con- 











in November 3 Percent 











Ordinary life sales decreased 3 per. 
cent in November, according to the 
Sales Research Bureau. For both the first 
11 months of 1936 and the last 12 months 
sales were off 4 percent. 

Gains were shown by 26 states in No. 
vember, with the 6 percent decline jp 
New York, a 5 percent drop in Illinojs 
and 11 percent in Ohio cut down the 
national total. Some of the smaller 
states made outstanding gains, Mis. 
sissippi having 41 percent, Nevada 3 
percent, Arizona 35 percent, Idaho 27 





percent. 
Comparative sales by sections and 

cities follow: 

st 

Nov. 11 Mos, 
New Bmeiland ...0.0..68 0 —5 
Middle Atlantic ........ —7 —7 
East North Central..... —6 —5 
West North Central..... —7 —2 
South Atlantic .....0.6. —3 —2 
East South Central..... +11 —4 
West South Central..... +13 0 
WORT 556 c-ce-sre 6 ois eee +10 +11 
TR ANONIO oo 4-9 5-4-5569 00's alee 0 +2 
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NITY o. o-0/ uss) wi ersiciv ob ore.8- es —Ss —) 
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CISVOIBNG: | 6: 656:58s09 0.005 8c —10 —6 
OS | A eee —6 —4 
Los Angeles... . +11 —2 
New York.... ++. —14 —7 
PRTIAGCIDRIR: ce 6 cee cee 0 —7 
3 AE (7) a ee eee +13 —5 





Loan Outfit Quits Business 
After Ohio Department Acts 





Following an investigation by the 
Ohio division of insurance, Protective 
Loans, Inc., which had embarked in the 
loan business in Dayton, offering “loans 
and insurance combined,” has agreed to 
quit the business. The company had 
not obtained a license from the state 
securities division. The two men who 
operated it held licenses as insurance 
agents and the company which they 
represented has been asked to cancel 
their licenses and to accept no business 
from them. The company offered 6 per- 
cent loans from $50 to $500, at .5 percent 
a month. In order to get a loan, how- 
ever, it was necessary for the borrower 
to take out a 20-payment life policy. 
The first-year premium was added to 
the amount of the loan, and the total 
was to be paid off in stipulated payments 
each month. 

The insurance department pointed out 
that such an arrangement was in viola- 
tion of the state’s insurance laws. Pro- 
tective Loans, Inc., is a Kentucky cor- 
poration. It was admitted to Ohio as a 
foreign corporation Nov. 10. 





Loventhal 25 Year Man 


C. B. H. Loventhal, prominent insur- 
ance agent of Nashville, has completed 
25 years as a representative of North- 
western Mutual Life. In that time he 
has placed insurance totaling $5,600,000. 
He has produced at least one application 
a week for 188 weeks. 





Trust Men Hear Psychiatrist 


Dr. H. L. Kozol, a member of the 
staff of the Boston Psychopathic Hos- 
pital and a fellow of the Rockefeller 
Foundation for Medical Research, talked 
on psychiatry before the Boston Life 
Insurance & Trust Council. 








sistently and fairly, there would obvi- 
ously be little point in this or that in- 
surance department demanding further 
proof of the correctness of the alloca- 
tion, because in the absence of some 
special consideration, the chance that 
the company is paying the state too 
much would be just as good as that 
it was paying too little. 





The Michigan department has licensed 
oe Ereventman’s Mutual Life of New 
ork. 


Ordinary Sales Fall Of | . 
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To Settle Thrift Judgments 





Director Smrha Submits Plan to Court 
on Cosmopolitan Old Line 
Life Affairs 





LINCOLN, NEB., Dec. 24.—Insur- 
ance Director Smrha, recently placed by 
court order in charge of the affairs of 
the Cosmopolitan Old Line Life, has 
submitted to the district court for ap- 
proval a settlement he has effected, as 
representing the company, with the at- 
orney for thrift policyholders who re- 
cently obtained a judgment against it 
and its president, Jack Matthews, for 
3191,300. This judgment represented the 
sum the court found had been paid out 
to earlier thrift maturities in excess of 
what the holders were entitled to receive 
uder their contracts. Mr. Matthews 
was not accused of personally profiting, 
but as the only officer sued he was held 
because of participation in the acts com- 
plained of. 

Will Use Surplus 


Under the terms of the stipulation, 
which is expected to be acted upon by 
the court within a week, the company 
will take all of its surplus, exceeding 
$80,000 and credit the same to the cu- 
mulative endowment funds, to be allo- 
cated between its various subdivisions, 
but all of which belongs to thrift policy- 
holders alone. It agrees, if relieved of 
further liability under the judgment 
against it, to withdraw its request for a 
new trial and to pledge itself to take 
no appeal. When it has transferred the 
moneys it shall be deemed to have ful- 
filled all obligations under the judgment 
save as to payment of attorney fees, 
costs and expenses of the thrift policy- 
holders who brought the suit. 


Matthews’ Liability Not Affected 


The stipulation further specifically 

provides that the payment shall in no 
manner affect the liability of Mr. Mat- 
thews under the decree, and that this 
judgment shall remain unsatisfied in no 
part and to remain in force and effect. 
It is further agreed that any money re- 
covered from Mr. Matthews shall be 
credited only to the funds belonging to 
thrift policyholders. 
_Judge Shepherd, who rendered the 
judgment, took under advisement the 
motion to approve the stipulation in 
order to give other interested attorneys 
time to study its effect. A decision will 
be deferred for a week. 

Mr. Smrha has not yet finished his 
audit of the company ordered by the 
court. He said that the department two 
years ago ordered the company to re- 
imburse the thrift policyholders fund by 
$70,000, but the order had never been 
obeyed. 





Claim Practices Revealed 


ST. LOUIS, Dec. 24.—The hearing 
before Special Referee G. E. Mix in 
connection with the efforts of the Mis- 
souri National Life to resist the receiver- 
ship suit filed against it in August, 1935, 
by Superintendent O’Malley was re- 
sumed this week. 

Last week testimony concerning the 
Practices of the company in connection 
with the settlement of death claims, etc., 
Was given by J. L. Ivanhoe, a former 
vice-president, who was also its claim 
adjuster. Mr. Ivanhoe said it was the 
Common practice of company officers to 
resort to various methods of bringing 
about a reduction in the amount to be 
Paid to beneficiaries of policies on which 
death claims arose, including unfounded 
Misrepresentation charges. Frequently a 
Claim for $500 was settled for $100, 
although the beneficiary was legally and 
Morally entitled to the full $500, he said. 
1 other instances claims were paid on 
the installment plan rather than in full 
immediately, The partial payment drafts, 
which were dated ahead, were then dis- 
Counted as much as 20 percent. 








Interest in Great Republic 





Oklahoma Banker Has Made Offer to 
Buy Los Angeles Company—Re- 
ports Are Conflicting 





Word comes from Oklahoma Charles 
W. Gunter, vice-president of the First 
National Bank & Trust Co. of Oklahoma 
City, has resigned to accept the presi- 
dency of the Great Republic Life at Los 
Angeles. Great Republic Life has been 
operated by the California department as 
conservator and the commissioner has 
made several attempts to effect some 
satisfactory disposal of it. 

From Los Angeles comes: the word 
that Mr. Gunter has not been elected 
president of the company. He has made 
an offer to buy stock in the company sub- 
ject to certain conditions, according to 
the company. This offer is still pending 
according to advices from Los Angeles. 

Mr, Gunter has been for six years 
vice-president of the First National Bank 
& Trust Company. For the past 16 
years he has been actively engaged in 
the banking business at Oklahoma City. 
In 1907 he went to Oklahoma City from 
Jackson, Miss., to become general agent 
for the Penn Mutual Life, a position 
which he retained until 1920 when he 
entered the banking business with the 
former Guaranty Bank. He assisted in 
organizing the Liberty National Bank 
and later the Security National Bank 
which in 1930 merged with the First 
— and he became its vice-presi- 

ent. 


To Celebrate 30th Anniversary 


ST. LOUIS, Dec. 24.—The Missouri 
insurance Company, which will soon 
celebrate the 30th anniversary of its 
organization in 1907, has prepared an 
extensive state-wide newspaper advertis- 
ing campaign to promote the sale of a 
new low-cost policy. A short time ago 
the company placed on the market a 
modified ordinary life policy with fixed 
premium rates payable aunually or 
monthly, face value depending on the 
age of the applicant. 

In present drive for new _ business 
President J. A. Walker, who wrote the 
company’s first application nearly 30 
years ago, has again taken a rate book 
to show what he can do as a personal 
producer. The company under his 
leadership has enjoyed a successful year 
in all departments in 1936, and will close 
the year with substantial gains in new 
production, insurance in force, admitted 
assets and surplus. 


Organize Jefferson National 


Articles of incorporation have been 
filed with the Indiana secretary of state 
for the organization of the Jefferson 
National Life, Indianapolis, with an 
authorized capital of $100,000. The in- 
corporators are E. Kirk McKinney, 
realtor, Indianapolis; C. W. Cole, civil 
engineer, South Bend; Stephen Fleming, 
HOLC manager, Fort Wayne; John P. 
Rock, real estate and insurance, Ander- 
son; Dr. John T. Day, Indianapolis; 
Orman Laven, insurance, South Bend, 
and B. J. Fusner, salesman, Indianapolis. 


Dixie to Start in February 


The Dixie Life & Accident, which was 
organized in Little Rock last April with 
$100,000 capital, will probably begin 
business in February, according to Ben 
D. Brickhouse, former Little Rock 
mayor who is one of its organizers. 
Articles of incorporation have been filed 
with the Arkansas insurance depart- 
ment. Hardin Bale, J. H. Hollis, R. G. 
McDaniels and George H. Burden are 
among the organizers. It will write life, 
health and accident. 








To Pay Attorney Fees 


ST. LOUIS, Dec. 24.—Circuit Judge 
Joynt has overruled the objections to the 


$100,000 in fees allowed to the attorneys 
of Superintendent O’Malley in the Conti- 
nental Life litigation. The attorneys 
who will share in the fee are: James P. 
Aylward and Judge A. A. Ridge of 
Kansas City and F. P. Aschemeyer and 
J. A. Waechter, St. Louis. The objec- 
tions were filed by attorneys for the 
defunct company and Ed Mays, its for- 
mer president. 


Licensed in 40 States 


LOS ANGELES, Dec. 24——The new 
Pacific Mutual Life is now licensed in 
40 of the 42 states where the old com- 
pany operated, North Carolina and 
Minnesota being the only states holding 
back licenses. 

The Los Angeles grand jury has re- 
fused to vote indictments against officials 
of the old Pacific Mutual Life in a probe 
centering around alleged misuse of 
$527,000 of corporation funds. 


Serrill Heads Minnneapolis Group 

At the annual meeting of the Life 
Managers Association of Minneapolis, J. 
D. Serrill, Sun Life of Canada, was 
elected president to succeed Charles Pe- 
tillon, Berkshire Life. Other officers 
elected were: W. W. Scott, Lincoln Na- 
tional, vice-president; C. A. Stiehm, Se- 
curity Mutual, secretary-treasurer. Di- 
rectors elected were W. W. Scott, Louis 





Gross, C. E. Petillon, Arthur Hustad 
and J. D. Serrill. 
Enjoins Benefit Outfit 

District Judge Tinley of Council 
Bluffs, Ia., has enjoined the Farmers 
Labor Benefit Association from writing 
insurance in Iowa. The ruling was 
issued after the company defaulted in 
an appearance suit charging operation 
without a proper insurance certificate. 
Suit was filed by Commissioner Mur- 
phy. 





Pittsburgh Supervisors Elect 


Elmer Dill, assistant manager Pru- 
dential, has been named prersident of 
the Pittsburgh Supervisors Club. He 
succeeds Oliver Thurman, Jr., Mutual 
Benefit, who becomes head of the life 
department of Nelson & Ward, Jersey 
City, N. J. Eric Johnson, Penn Mutual, 
was reelected treasurer; E. M. Aiken, 
Life Underwriters Association, secre- 


tary. 

> AKE BOTH Life men who write auto- 
mobile or fire insurance, 

as well as life, should read The National Under- 

writer (Fire, Automobile and Casualty Section, 

$4 a year), as well as the Life Insurance Edition. 

Both on one subscription, $5.50 a year. 

Send order now to A-1946 Insurance Exchange, 

Chicago 
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Are You Interested In: 


e Liberal Policy Forms? 


Guarantee Mutual policies are unrestricted, 
except to conform to Insurance laws and 


«Low Participating Rates? 


Less than a half dozen American companies 
are as low. Check your compendiums. 


eA True Dividend Schedule? 


As nearly true and equitable as is possible 
Has not been reduced since 


adoption over five years ago. 


«Low Net Cost? 


Few American companies can equal the low 
net cost of Guarantee Mutual policies. 


If we have ALL of the above features to offer, 
PLUS a place to use YOU— if you are above 
average and there is a reason for you to be 
interested in a liberal General Agents contract 
—tell us your complete story. 


A. B. OLSON, Manager of Agencies 


GUARANTEE MUTUAL 
LIFE COMPANY 


LICENSED IN TWENTY-ONE STATES AND THE DISTRICT OF COLUMBIA 


Direct your letter to 


OMAHA, NEB. 
Organized 1901 
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Trend Toward Federal Supervision 


CONGRESSMAN SABATH of Illinois who 
is chairman of the Congressional com- 
mittee investigating bankruptcies and re- 
organizations, will undoubtedly _ rec- 
ommend to Congress the enactment of 
a measure providing for federal super- 
vision of insurance. It is doubtful 
whether much progress will be made in 
that direction. Congressman SABATH’S 
committee took on life insurance more 
as a side issue when it announced it 
would investigate the handling of life 
companies that failed or were reorgan- 
ized. The committee ran out of funds 
after it had probed into the affairs of 
but one company. 

ERNEST PALMER of 
NATIONAL ASSOCIATION OF INSURANCE 
CoMMISSIONERS, in his address at the 
meeting in Hot Springs, Ark., did de- 
clare that unless the state commission- 
ers’ body became more efficient and 
geared itself to that extent where it 
could more effectively meet public de- 
mands, there might be an effort to bring 
about federal supervision. Therefore, 
President PALMER started a movement to 
make the NatIoNAL ASSOCIATION OF IN- 
SURANCE COMMISSIONERS more cohesive, 


Illinois, president 


more service giving and more efficacious. 

State supervision has given a very 
good account of itself during the years 
of depression and insurance people in 
general believe that centralization of 
supervision of this great business at 
Washington, while it would bring about 
uniformity, might become too domi- 
neering and would place in the hands 
of one superintendent too much power. 
While insurance officials agree that there 
are activities that belong to the federal 
government and must be treated on a 
nation-wide scale, they are not favorable 
to insurance being so treated. 

There are certain phases of insurance 
that undoubtedly will have to be cor- 
rected in order to protect the pubiic far 
more than is now the case. Under a 
Unitep STATES SUPREME Court decision, a 
company licensed in its home state or 
not licensed at all can transact business 
in all other states without a license, by 
using the mail. This has resulted in 
hundreds of concerns exploiting the pub- 
lic and there has been no way to reach 
them. Then again the handling of in- 
terstate insurance liquidation needs to 
have a more adequate course to follow. 


New Organization Production 


RENEWED interest in the problem of get- 
ting an adequate percentage of produc- 
tion from a new organization is indi- 
cated by the cordial response to the re- 
marks of Vice-president W. W. KLinc- 
MAN of the EQuriraBLe Lire or NEw York 
at the joint meeting of the Lire AGENcy 
OrrFicers ASsocrATION and the Lire INn- 
SURANCE SALES RESEARCH BurREAU, is 
very timely in view of the continued 
difficulty in getting new agents. 

Emphasis on a better economic status 
for existing agents, which is very de- 
sirable, brings with it the necessity for 
more careful selection and more _ in- 
tensive recruiting to fill the places of 
those who have gone out of the agents’ 
ranks, not only by the usual routes, but 
by being eliminated as unfitted for the 
business. At the same time the drive 


for better quality agents still further 
emphasizes the need for quality in re- 
cruiting, while the slowness of recovery 
in life insurance selling as compared 
with other lines drives home the ne- 
cessity for doing all this at the lowest 
possible cost. 

Much of the one-time indifference of 
the agency end of life insurance to these 
considerations has been due to lack of 
accurate cost accounting of agency ex- 
penses, coupled during prosperity with 
a sufficient volume of business to make 
a close checking unnecessary and during 
the depression with a feeling that con- 
ditions were only temporary and that 
the old days would come back. It looks 
as though the need for quality and eco- 
nomical management would persist even 
though prosperity is returning. 


Curtailing Convention Entertainment 


Louis H. Prk, insurance superintend- 
ent of New York, who is chairman of the 
NATIONAL ASSOCIATION OF INSURANCE 
CoMMISSIONERS, in his report at the Hot 
Springs meeting recommended _ that 
there be more curtailment of local en- 
tertainment at the time of gatherings. 
Expressing appreciation for the hospi- 
tality of local insurance interests and 


their desire to extend in every way a 
cordial welcome, he said that as a mat- 
ter of fact in many cases the outlay was 
too much of a burden for the local in- 
surance companies and agents. He 
stated that frequently cities would vie 
with one another in their entertainment 
arrangements. Furthermore, he declared 
that often the real work of the conven- 


tion was interfered with because of too 
much hospitality. 

In his report, Mr. Pink stated that 
the association should definitely indicate 
to its future hosts that the association 
does not expect elaborate entertainment 
as an essential feature of its meeting. 
The committee urged that plans for en- 
tertainment at any convention city 
should be taken up in advance with the 
executive committee chairman. 

Chairman Prinx’s report might well be 
studied by insurance organizations of all 
kinds. The burden put upon local in- 
surance people of a convention city is 


——=—=— 


entirely too onerous. Quite naturally 
each city wishes to extend a generoys 
welcome and have visitors return with 
a high opinion of the insurance’ people 
and their quality of entertainment. Ip 
some cases cities would be pleased to 
have a convention but balk at the 
thought of the entertainment expense. 
It might be well for the officers and ex. 
ecutive boards of the different organiza- 
tions to take up this matter of home 
city expense, because at times it has 
been carried to such an extent that too 
high a mark has been set for others to 
follow. 








PERSONAL SIDE OF BUSINESS 





Dr. William D. Morgan, medical di- 
rector of the Phoenix Mutual Life, died 
in Hartford at the age of 86. He had 
been the medical director for 30 years, 
going with the company as an examiner 
in 1892. He was for many years affil- 
iated with the Hartford hospital. 

Dr. Morgan was born at Hartford, 
Nov. 20, 1850, being graduated from 
Trinity College in 1872, and from the 
College of Physicians & Surgeons of 
Columbia Coliege, New York, in 1876. 
He began practice at Hartford in 1878 
after post-graduate and interne work. 
Dr. Morgan after some time as examiner 
and substitute member of the Phoenix 
Mutual medical department, became a 
regular member in 1896, and assistant 
medical director a few years later. 


Miss Jane Carroll, daughter of M. A. 
Carroll, general agent Northwestern 
Mutual Life, Oshkosh, Wis., was married 
to Baldwin C., Meyer of that city. 


Charles E. Brooks, 58, consulting 
actuary, died at his home in Madison, 
Wis., from a heart attack. Since 1918 
Mr. Brooks had been actuary and con- 
sulting actuary for life insurance or- 
ganizations and public bodies, including 
the Bureau of War Risk Insurance. 
Teachers Insurance & Annuity Associa- 
tion and the Lutheran Brotherhood. 


Louis W. Shaksheaky, 82, retired gen- 
eral agent of the Northwestern Mutual 
Life at Madison, Wis., died there after 
a brief illness. Prior to his retirement 
in 1921, Mr. Shakshesky had been in 
life insurance work for over 50 years 
at Madison, Jefferson and Milwaukee. 


Judge C. S. Younger, president of the 
Cooperative Life and former Ohio su- 
perintendent of insurance, is confined to 
a hospital in Columbus. 


W. A. Moren, New York district man- 
ager of the Unity Life & Accident of 
Syracuse, was host at a dinner for com- 
pany officers and members of his staff. 
Among honored guests was E. R. 
Deming, president. 

John D. M. Hamilton, chairman of 
the Republican national committee, who 
last week was retained in that position 
by a strong vote of confidence, is vice- 
president of the Pyramid Life of Kan- 
sas. Mr. Hamilton is a law partner of 
Ralph O’Neil, former national com- 
mander of the American Legion, at 
Topeka, and the firm represents the 





Pyramid as counsel. Mr. Hamilton has 





taken an active part in the affairs of the 
Pyramid since he was elected to the 
vice-presidency in 1933, particularly in 
legal and legislative matters. 

M. J. O’Donnell, 72, for 17 years dis- 
trict manager for the Northwestern Mu- 
tual Life at Manitowoc, Wis., until his 
retirement in 1933, died at his home 
there. 

F, W. Atkinson, Minnesota manager 
of the Great-West Life with Minneapolis 
headquarters celebrated his 65th birth- 
day last week and received 54 applica- 
tions for a total of $142,714 as a present. 
This is Mr. Atkinson’s 37th year of 
continuous service with the Great-West 
Life and he has been in Minneapolis as 
manager for the last 16 years. 

Homer Guck, president of the Chicago 
“Herald & Examiner,” and formerly 
head of the San Francisco Examiner, is 
leaving Chicago to take another position 
with the Hearst organization. Mr. Guck 
is well known in the insurance fra- 
ternity. At one time he was connected 
with the Detroit Life as assistant to the 
president in the days when it was going 
in good form. 

G. F. Claypool, executive vice-presi- 

dent Continental Assurance, who re- 
signed this week after long service, is 
devoting himself to the winter sports 
at Lake Delavan, Wis., where he has a 
cottage. 
_ Dec. 30 marks the 25th anniversary of 
service of T. A. Waltrip with the home 
office agency of the Pacific Mutual Life. 
In addition to a substantial production 
of new insurance, he was for a number 
of years assistant manager of the 
agency. 

John M. Riehle, 74, president of John 
M. Riehle & Co., and for more than 40 
years a New York City general agent of 
the Equitable of New York, died at his 
home at Manhasset, L. I. Mr. Riehle 
was prominent in political and civic ac- 
tivities as well as active in his profes- 
sion. His son, Theodore M. Riehle, has 
been associate general agent with his 
father, and is now president of the Na- 
tional Association of Life Underwriters. 

Mr. Riehle was a native of New York 
City and spent most of his adult life in 
insurance. Equitable officials and agents 
joined in a nation-wide tribute to him 
aa. 14 to mark his 40th anniversary 
with the company. He was active in de- 
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yeloping transportation and real estate 
facilities on Long Island. 


w. E. Hutton, vice-president and 
general counsel of the Capitol Life of 
Denver, accompanied by Mrs. Hutton, 
has been on a pleasure tour of Southern 
California and spent several days in Los 

Angeles with James L. Collins, director 
of California agencies of that company. 


M. M. Parrish, long prominent in in- 
surance work in Florida, has been 
named state director of the Federal 
Housing Administration. Mr. Parrish 
has been representing the John Han- 
cock and the New England Mutual Life, 
and also conducted, in connection with 
his son, H. H. Parrish, a general insur- 
ance business in Gainesville. As state 
manager of the old Inter-Southern Life, 
he was for years one of the outstand- 
ing producers of the south. 

Among the 54 honorary colonels on 
the military staff of Governor-elect 
Lloyd C. Stark of Missouri are 16 from 
St. Louis, including Gale F. Johnston, 
southwestern group department man- 
ager Metropolitan Life; Carl S. Law- 
ton, Lawton- Byrne- Bruner Insurance 
Agency, and John J. Nangle, vice-presi- 
dent Utilities Insurance Company. 

H. F. Wirth, 59, agency director of 
the Great Northern Life for Oregon and 
northern California, died at his home at 
Medford, Ore. 


E. S. Villmoare, vice-president Kansas 
City Life, has returned to his office fol- 
lowing an illness which has kept him 
confined since last March. On Jan. 1 
Mr. and Mrs. Villmoare will go to 
Florida. 

The Kansas City Life entertained em- 
ployes and their children with a Christ- 
mas party in Kansas City. Children re- 
ceived gifts, were entertained by a magi- 
cian and a tap dancer. Following was 
a dance for adults. 


Wellborn Estes, assistant St. Louis 
general agent for the Aetna Life, was 
elected president of the Downtown 
Lions Club in St. Louis. 

In recognition of its record over a 
period of six months of having the few- 
est accidents of any business organiza- 
tion in Cincinnati employing 100,000 or 
more man hours per year, the Union 
Central Life was awarded a plaque by 
the Cincinnati Chamber of Commerce. 


—_— 


J. A. R. Myers, district manager at 
Norfolk, Va., for the Life of Virginia 
since 1927, was killed in an automobile 
accident. 


James D. McCracken, who had been 
a director of the Western & Southern 
since 1926, died at the age of 77. He 
was a retired executive of the United 
States Playing Card Company. 


Charles R. Mathews is celebrating his 
30th year with the Penn Mutual Life in 
Kansas City. He joined the J. P. & 
E. M. Somerville agency, now the E. M. 
Somerville agency, in 1906. Successively 
serving as cashier, office manager and 
associate general agent, six years ago he 
started devoting all his time to agency 
clients. He is a past president of the 
Life Underwriters Association and at 
present a member of its finance com- 
mittee. 


Mrs. George F. Wall, 48, wife of the 
secretary of the Yeomen Mutual Life of 
Des Moines, died in Rochester, Minn., 
following a long illness. 

Christmas carols and sound of bells 
were broadcast from loudspeakers on the 
Equitable Life of Iowa building in Des 
Moines, adding much to the cheerful 
Christmas sumcaphere. 


Catherine McGuire, license clerk in the 
Ohio rn is retiring from that 
position Jan. 1. Miss McGuire has been 








Reception Is Tendered on 
Futz Leaving for Banquet 











EIGHTY-FOUR, PA., Dec. 24.—On 
Saturday evening in the social room of 
the Emanuel Lutheran Church there 
will be a farewell and good wishes party 
tendered to our insurance leader, Joseph 
Futz, on the eve of his departure for 
Indianapolis where he will be ensconced 
in the magnificent Indianapolis Athletic 
Club, he being the chief orator at the 
big United Mutual Life banquet in that 
club Monday evening. Assistant to the 
President Harry V. Wade conducted a 
gigantic production contest in Mr. Futz’ 
honor which will close Saturday eve- 
ning. The winners will be taken to 
the Indianapolis Club to hear Mr. Futz 
on Monday evening. 

The party here is given under the 
sponsorship of Mr. Futz’ two partners, 
or as he terms them, “affiliates” Gust 
Mueller and Herman Basch. A. a Ee E- 
Wade notified Mr. Futz that in addi- 
tion to paying his entire expenses the 
United Mutual will tender him an “hon- 
orarium” amounting to $50. Joseph ex- 
plains an “honorarium” as a_ stipend 
that is paid an expert or one high up 
in his calling in the nature of a gift and 
recognition for lofty ideals and uplift- 
ing work, Furthermore, Joseph has re- 
ceived from A. T. T. P. Wade a “guest 
card” to the Indianapolis Athletic Club. 
Joseph informs your correspondent that 
a “guest card” entities him to invite 
any friends or acquaintances to the club 
and admit them to his room or parlor. 
Rev. Eubach will be in charge of the 
ceremony Saturday evening and the 
guests will be policyholders of Joseph 
Futz & Affiliates or those who have 
promised to take out insurance during 
the first six months of the year with 
the Futz agency. Mr. Futz has already 
notified his policyholders and prospects 
that he will send each one an auto- 
graphed postal card showing the mag- 
nificent Indianapolis Athletic Club, and 
all are living in a state of anticipation 
in receiving this recognition. Mr. Futz 
is making many plans and while in In- 
dianapolis will endeavor to look up Max 

leinhaus, a second cousin of his 
mother’s, who went to Indianapolis 
some 30 years ago to work in a livery 
stable. Joseph also desires to visit the 
state house and the famous track where 
the automobile races are run on Decora- 
tion Day. 


Insurance Session for Students 

The University of Mississippi has in- 
augurated its “Life Insurance Confer- 
ence’ for students in the school of 
commerce and business administration. 

M. K. Horne, instructor in insurance, 
arranged the first conference with coop- 
eration of home office men of the Lamar 
Life, including A. E. Babbitt, vice-presi- 
dent and actuary; J. B. Knight, policy 
department, lecturing on “Internal Or- 
ganization of Companies;” W. K. Fritz, 
underwriting manager, on “Selection of 
Risks;” E. G. Olden, superintendent of 
agents, on “Kinds of Policies; Rex B. 
Magee, advertising manager, on “Tnsur- 
ance As Investment;” and W. D. 
Owens, vice-president and secretary, on 
“Investments of Companies.” Mr. Bab- 
bit, who has been a member of the fac- 
ulties of Minnesota and Nebraska Uni- 
versities, spoke on “Scientific Basis of 
Life Insurance.’ 


Canadian Annuities Gain 

Canadian government annuities 
totaled $21,300,000 in the year ended 
March, 1936. This compares with $13,- 
400,000 in the previous year, and with 
$7,000,000 in the 1934 period. It was 
necessary to use $271,827 from the gen- 
eral revenue of the government, to 
maintain the reserve last year. Rates 
have been raised since then. 











with the Ohio department for a number 
of years and is well known to the in- 
surance men of the state. 





Quality Business 


In its efforts to secure quality business Protective Life 
rewards its agents in various ways. Among these are: 


1. 5% additional commission where the full 
annual premium accompanies the applica- 
tion. 


2. Extra points in contests for “Cash with 


application” business; and prize awards 
for paid business only. 
3. A “persistency bonus” to agents good re- 


newal ratios. 


4. 5% additional commission on larger than 
average policies. 


Agents are constantly advised and encouraged to 
solicit business among people whose occupations show 
them to be in the higher brackets of persistency. 











The growth of the Massachusetts Mutual 
Life Insurance Company is a story of 85 
years of increasing service. The ideal of 
the founders to make the Company par- 
ticularly a policyholders’ institution has 
always been closely adhered to, and 
throughout the country the name Mass- 
achusetts Mutual has become a synonym 
for quality and excellence in life insurance. 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 
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LIFE SALES MEETINGS 





Cox Head of Managers’ Group 


Named at Gathering of Mutual Benefit 
H. & A. and United Benefit Life Agency 
Heads — Adopt Radio Program 








At the annual meeting in Omaha of 
agency managers of the Mutual Benefit 
Health & Accident and United Benefit 
Life from all sections of the country, 
with 60 in attendance, W. E. Cox of 
Louisville was elected president for the 
coming year. Others named to official 
posts include T. F. Dougherty of Sioux 
Falls, South Dakota manager; Gus 
Heuertz of Memphis and E. S. Hall of 
Los Angeles. 

As a result of the discussion of radio 
advertising, led by C. T. Redfield of Chi- 
cago, 47 of the managers present agreed 
to participate in a program providing 
for one broadcast a week for 13 weeks. 
The broadcast will center about the dra- 
matization of different claim incidents, 
and will offer a booklet, “What to Do 
Till the Doctor Comes.” Inquiries for 
the booklet will provide the agencies 


with a list of prospects. These broad- 
casts will carry through until shortly 
before National Accident & Health In- 
surance Week, and will hook up closely 
with a similar series which the general 
committee is arranging for use in con- 
nection with that week. 

An interesting feature of the meeting 
was the display of advertising material 
used by the various managers. The dis- 
cussion of agency management problems 
was carried out according to schedule. 
It was generally agreed that classified 
advertising as a means of getting new 
men is unsatisfactory and that personal 
contact is most important. 

Reports at the meeting indicated that 
the United Benefit will close 1936 with 
$110,000,000 of insurance in force. The 
reports also indicated a healthy growth 
of business of this company through its 
10 years of existence, most of which was 
in the depths of the depression. 

Premium income of $8,700,000, or more 
than a $1,000,000 increase over 1935, also 
was indicated for the Mutual Benefit in 
1936. 





All the managers reported increased 
earnings and income for 1936 and were 
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CONOVER, GREEN & CO. 
Actuarial and Insurance Consultants 
120 South LaSalle Street, Chicago 


Chase S. Conover Telephone 
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B. R. NUESKE 
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HARRY S. TRESSEL 
Certified Public Accountant and 
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Consulting Actuary 
Actuarial, Agency and 
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Edward B. Fackler William Brelby 
8 WEST #TH STREET NEW YORK 











PENNSYLVANIA 
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given their 1937 quotas. The quota 
for United Benefit will be $120,000,000 
of insurance in force and of the Mutual 
Benefit $10,000,000 in premium income. 


New York Life Gatherings 
in Middle West Are Held 


A number of branch gatherings of the 
New York Life were held in the last 
week at various points, Inspector of 
Agencies O. R. Carter, Chicago, and In- 
spector-at-large Dick Oliver, St. Louis, 
making sales talks. 

The series started with an all-day rally 
of the northern Illinois branch at Chi- 
cago, which is directed by Mr. Carter. 
Mr. Carter and H. W. Schenke, agency 
director, Peoria, Ill., gave talks. Then a 
meeting of the Decatur, IIl., branch was 
held, Messrs. Carter and Oliver speak- 
ing there, and as well at the Peoria, IIl., 
and Davenport, Ia., meetings that fol- 
lowed. 

Mr. Carter addressed other meetings 
held at Waterloo, Ia., Sioux City, Ia., 
Sioux Falls, S. D. and Omaha, winding 
up Tuesday with a meeting in Des 
Moines. 

Four former district managers of the 
Davenport, la., agency of the New York 
Life attended a “homecoming meeting” 
there. Those returning were Dick Ol- 
iver, St. Louis, and O. R. Carter, Chi- 
cago, inspectors of agencies in those 
cities; Harold Scherke, Peoria, and Don 
Parker, Omaha. Myron Boyd, present 
manager, was host. Afternoon and eve- 
ning discussions were held. 











Agency Directors to Hold 
Annual Rally in Florida 


Agency directors of the New York 
Life will hold their annual winter con- 
ference at Vinoy Park Hotel, St. Peters- 
burg, Fla., Jan. 7-12, inclusive. Walker 
Buckner, executive vice-president, is to 
preside, and it is likely that a number 
of other home office officials will attend 
and address the gathering. 








Lincoln Liberty Meeting 


Eighty-five agents of the Lincoln Lib- 
erty Life from Nebraska, Kansas and 
Colorado attended the annual agency 
convention at Lincoln, Neb. President 
Joseph Albin welcomed the agents. 
Meetings were devoted to sales produc- 
tion and entertainment. H. L. Schwenker, 
actuary, presented the salient features of 
the social security act. He said that 
while the tremendous reserve may prove 
a temptation to pork barreled congress- 
men, he believed it to be worthwhile 
legislation, and with needed amendments 
may work well. He expressed the 
opinion that by making more persons 
insurance-conscious, its eventual opera- 
tions will prove beneficial to life insur- 
ance. Officers and agents who partici- 
pated in the program included O. S. 
Moreland, M. E. McKibben of Denver, 
O. L. Holland of Holton, Kas., Howard 
Doty, L. E. Shurtleff, J. E. Blankenship, 
C. H. Nickel, Ralph Lawrence, Oscar 
Kuse, W. H. DeFrene, A. W. Mason 
and Medical Director Walker. 





Continental Assurance Confab 


MADISON, WIS., Dec. 24.—At a 
two-day conference of the General 
Agents & Managers Association of the 
Continental Assurance here, agency 
problems and production plans for 1937 
were discussed. Among those in attend- 
ance were the following officers and di- 
rectors of the association: E. L. Grant, 
Chicago, president; Clarence Thiele, 
Milwaukee, vice-president; R. M. Vet- 
ter, Madison, secretary-treasurer; J. S. 
Stafford, Oskaloosa, Ia.; D. C. Siegrist, 
Peoria, Ill.; Ben Telmich, Detroit, and 
M. L. Killian, Canton, O. 





Company Sets Convention Date 


The California-Western States Life 
will hold its agency convention at Coro- 


meeting a few days following. O. J, 
Lacy, president, will attend. 


Emphasize Estate Control 


“Estate control plans’ were empha- 
sized at the Des Moines agency meeting 
of the Aetna Life. Estate control plans 
were defined by Martin L. Seltzer, gen. 
eral agent, as insurance programs 
whereby estates are built up so as to 
insure uninterrupted income in spite of 
losses through bad investments. Winter 
sales promotion was discussed. N. De- 
Nezzo of the home office agency depart- 
ment was present. 


Ohio State Managers to Meet 


The Managers Association of the Ohio 
State Life will hold its annual meeting 
in Columbus, O., Jan. 5-6. Managers 
from many states of the Union will be 
in attendance. L. A. High, Columbus 
manager, is president of the association. 


NEW YORK 


DISCERN TURN IN INTEREST TREND 


A trend is discerned by some observ- 
ers in the bond field, which is inter- 
preted as an indication that a turn_has 
come in the interest rate situation. This 
change consists of a reduction in the 
terms of new bond and refinancing 1s- 
sues. For instance, the federal treasury 
issue that was brought out this month 
matures in 13 years. The previous issue 
was one of 20 year maturity. The one 
before that was 15 years, the next earlier 
one was 12 years and the one before 
that was nine years. . , 

In a period of decreasing interest 
rates, there is a tendency to lengthen 
the maturities of bond issues. Those 
who are doing the financing will stretch 
the term just as far as possible, so long 
as the investor is willing to purchase 
and accept a low interest yield. As the 
tide turns, however, and the borrower 
finds resistance, with the investor mak: 
ing commitments in shorter term issues, 
so as to be ina position to switch at the 
opportune moment, the terms of new of- 
ferings decrease. Some of the life com- 
pany investment departments believe 
that the turn has now come. _ 

The president of one of the life com- 
panies about two years ago instructed 
his bond trader to bring to his attention 
any items that might be symptomatic of 
a change in the interest rate situation. 
For months, the president had no such 
references from the bond trader. How- 
ever, in recent weeks, he has received 
several memoranda, all reporting a drop 
in the term of bond issues. 

ok oe 
ADDRESSES MURRELL AGENCY 


The Murrell agency of the Connecti- 
cut General Life was addressed by 
Harry Phillips, Jr., of the Penn Mutual 
Life on “Planning for 1937.” He illus- 
trated his talk with a chart which he 
uses in estimating the business by case 
and amount necessary for an agent to 
pay for in order to earn the income de- 
sired. 

Mr. Phillips recommended advertising 
as a very valuable factor in establishing 
an agent’s success, suggesting the send- 
ing of tax data, birthday cards, blotters, 
etc., in line with this plan. Planned 
calls, carefully worked out before they 
are made, are essential to successful 
prospecting, he has found. 

* * * 


VAN BREE NAMED 


Ivan A. Van Bree has been appointed 
manager of the life, accident and group 
insurance department of the Travelers’ 
newly established branch office in the 
Lincoln building, New York City. He 
was formerly an assistant manager at 
the 55 John street branch. The branch 
in the Lincoln building is the second 
opened in Manhattan by the Travelers 
within two months. In November the 
company established an office in Rocke- 
feller Center with John T. Henderson as 
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LIFE AGENCY CHANGES 





Transfer Toops to Columbus 





Assistant Manager at Chicago for Trav- 
elers Becomes Manager, Succeeding 
J. W. Ray 





Franklin Toops, assistant manager of 
the Travelers branch office at Chicago 
in charge of life production, is being 
transferred to Columbus, O., as man- 
ager, succeeding J. W. Ray, who has 
resigned to devote himself to personal 
production. 

Mr. Toops has been in life insurance 
work since 1919 when he started with 
the Travelers at Columbus, his home 














FRANKLIN TOOPS 


town. Prior to that he was an econom- 
ics instructor at Washington Court 
House and in Ohio University. He was 
transferred to Louisville as manager in 
1922, remaining there until 1929, when 
the Travelers moved him to Chicago as 
assistant in the branch under Manager 
E. B. Dudley. He has been an impor- 
tant factor in the agents’ training sys- 
tem in Chicago due to his teaching ex- 
perience and the fact that he has studied, 
qualifying himself as an authority on 
business insurance, programming, inher- 
itance and estate taxes, etc. 

Mr. Ray has been in life insurance 
work for about 14 years, practically his 
entire experience in the business being 
at Columbus. 

No other changes at Columbus for 
the present are contemplated. Manager 
Dudley at Chicago has not announced 
the appointment of a successor to Mr. 
Toops there. Mr. Dudley recently has 
lost two of his leading assistant man- 
agers, the other being F. L. Mason, who 
was transferred to Rochester, N. Y., as 
manager. Mr. Dudley decided not to fill 
the latter vacancy. 





Keer to Retire from Newark 
Agency of the Prudential 


Theodore F. Keer, who has been a 
member for 27 years of Van Vliet & 
Keer, ordinary department managers of 
the Prudential for northwestern New 
Jersey, with headquarters in Newark, 
will retire on Jan. 1, having reached the 
70 year age limit. 

Mr. Keer has long taken an active in- 
terest in life insurance and was the first 
president of the Life Underwriters As- 
sociation of Northern New Jersey. 

Mr. Keer has been well known for his 
Outside interests. In his early days he 
was an enthusiastic boatsman on the 
Passaic River. He has been a regular 





attendant of the Metropolitan Opera, 
rarely missing an opening night. He 
has also traveled extensively in foreign 
countries. 





Morton Resigns as Manager 





Remaining with N. Y. Life as Agent, 
Tax Expert Sees Big Field for 
Specialty 





NEW YORK, Dec. 24.-—-F. L. Mor- 
ton, one of the best informed tax ex- 
perts in the life insurance business, will 
on Jan, 1 resign as manager for the New 
York Life in New York City to become 
a personal producer for that company. 
The new arrangement will free him from 
the burdens of management and give 
him more time to bring in business ob- 
tained through the increasingly impor- 
tant tax approach. 

Though grounded in a sound knowl- 
edge and thorough research, Mr. Mor- 
ton’s expertness in taxes has taken a 
highly practical form. He has closed 
millions of dollars of business where the 
tax angle was the crucial one. Some of 
these he worked up independently and 
some of them jointly with others, with 
Mr. Morton doing the closing. 


At Home Office 11 Years 


Before becoming manager of the New 
York Life a few years ago, Mr. Morton 
was for 11 years the home office tax 
expert and before that was one of the 
editors of the Prentice-Hall tax bulletin 
service for four years. Previously he 
had been engaged in legislative work fol- 
lowing his war service. He was also at 
one time a newspaper correspondent, 
operating a syndicate which supplied 
news emanating from the Boston state 
house. 

Mr. Morton’s knowledge of taxation 
and legislative matters has been of great 
assistance to the National Association of 
Life Underwriters. When T. M. Riehle 
recently became president of the Na- 
tional association following the resigna- 
tion of A. E. Patterson, he appointed 
Mr. Morton as vice-chairman of the law 
and legislation committee, which posi- 
tion Mr. Riehle had held. Mr. Morton 
has made frequent trips to Washington 
on behalf of the National association 
when there were threats of adverse 
legislation. He also often consulted 
with the Treasury Department on tax 
matters involving life insurance. 





State Mutual Names Wieman 





District Manager, Noted Football Fig- 
ure, B A iate General 
Agent in Philadelphia 








The State Mutual Life appointed, ef- 
fective Jan. 1, Elton E. (Tad) Wieman 
associate general agent in its Philadel- 
phia office. Mr. Wieman will assist 
General Agent Walter A. Craig. 

Achieving national fame as a foot- 
ball coach both at Michigan and at 
Princeton since his graduation from the 
University of Michigan in 1921, Mr. 
Wieman has for seven years been con- 
nected with State Mutual, as district and 
special agent in Grand Rapids and Ann 
Arbor. 





Two General Agents Are 
Named by Yeomen Mutual 





Lawrence R. Stevens has been ap- 
pointed as general agent at San Antonio 
by the Yeomen Mutual Life. Offices 
have been opened at 1112 South Texas 
Bank building. 

Mr. Stevens, who has been active in 
life insurance for the past 11 years, re- 
news an association in joining the Yeo- 
men Mutual, as he was formerly gen- 
eral agent and state manager of Illinois 
for the Peoria Life, of which T. H. 
Young, who now holds that position 
with the Yeomen was_ superintend- 
ent of agents. Mr. Stevens was also 
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ESTABLISHED 1899 


INDIANAPOLIS, INDIANA 


AMERICAN 
CENTRAL 


@ All modern forms of Life Insurance and An- 
nuity contracts are written, either on an annual 


or single premium basis. 


Annuities include Re- 


tirement Income, Elective (Deferred), Joint and 
Survivor, Refund, and Survivorship--one for any 
type of prospect, in short. 














Reputation 


Means a lot to us. We are proud to be known 
throughout the West as the “fair practice” company. 
[It is our constant endeavor to strengthen this reputa- 
tion b 





—Declining to talk with any life insurance 
agent about a connection except aiter 
reference to his company’s Home Office 


or Manager. 


—Never accepting applications which in- 


volve twisting. 


business when in competition. 


—Refusing to lower our standards to get 


—Aiding the Institution of Life Insurance by 
swelling our ranks with NEW and GOOD 


men from outside the business rather 
than direct our Recruiting effort toward 
the Agents and Managers of other life 


insurance companies. 
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superintendent of agents of the Volun- 
teer State Life. 

Yeomen Mutual has appointed A. F. 
Swanson general agent at Sioux City, 
Ia., to succeed B. F. Crenshaw, who 
was recently transferred to the Los An- 
geles agency. For the last four years 
Mr. Swanson has been an agent for the 
Pacific Mutual and is well known in 
northwestern Jowa insurance circles. 
Offices will be in the Badgerow build- 


ing. 





Hathaway to Reliance Life 
DENVER, Dec. 24.—F. H. Hathaway, 
formerly with the Mutual of New York 
in agency work at St. Louis, has become 





manager of the inter-mountain depart- 
ment of the Reliance Life here in charge 
of Colorado, Wyoming and Utah. This 
office has not had a manager since 1935. 

V. J. Adams, former Reliance Life 
manager in southern California, will 
come to Denver Jan. 1 as superintendent 
of agencies for the western division. 


Appoints Duluth District Manager 

The State Mutual Life has appointed 
Frank J. Scanlon district agent in its 
Duluth office. Mr. Scanlon will operate 
through the office of Louis Gross, Min- 
neapolis general agent. 

Mr. Scanlon, who has made a note- 
worthy record in Duluth as a personal 
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A friendly Company 


is the reputation The Old Line Life 
Insurance Company has earned. 


Offers a liberal contract. 


Backs its men with advertising. Tied 
in with direct mail this gives a com- 
plete merchandising plan. 


Agencies available in 
Illinois, Michigan and Ohio 


by Fe 


/nsutance Company otAmerica 


MILWAUKEE, WISCONSIN 


ACCIDENT 


producer and who is also experienced in 
organization work, has lived for several 
years in that city. Prior to that time his 
home was in Minneapolis. His first in- 
surance connection was with the Ameri- 
can Life, and he also was for a short 
time with the Penn Mutual before join- 
ing the Connecticut Mutual in 1929. 
This appointment marks his first asso- 
ciation with State Mutual. 

He succeeds General Agent George 
Wilson, who died Sept. 23, after a long 
term of service. 





Groseclose Succeeds Vaughan 


H. F. Groseclose, who has been dis- 
trict manager at Pulaski, Va., has been 
appointed agency manager of the Equi- 
table Life of Iowa at Roanoke, Va. He 
has been a member of the Roanoke 
agency for six years and has a record 
of over 200 consecutive weeks’ produc- 
tion. 

He succeeds Carl M. Vaughan, who 
has been promoted to general agent at 
St. Louis. Mr. Vaughan has been with 
the Equitable of Iowa for 12 years as 
agent and agency head. He started as 
part-time agent in 1925 when he was 
high school principal in the Roanoke 
public schools, becoming full-time agent, 








HEALTH 


then in 1930 agency manager. In Mr. 
Vaughan’s first year as manager at 
Roanoke the agency reached $1,000,000 
production and has been well over the 
million mark each year since, except for 
one year. 


Branch with Guarantee 


A. W. Branch, formerly agency organ- 
izer in Long Beach for the California- 
Western States Life, has been appointed 
general agent of the Guarantee Mutual 
Life of Omaha at Pasadena, Cal. Mr. 
Branch served as president of the Life 
Underwriters Association of Long Beach 
last year. 


Dulaney With Bankers, Neb. 


W. S. Dulaney, former deputy insur- 
ance commissioner of Iowa, who has 
been in supervisory work for the past 
eight years, has been named general 
agent at Cedar Rapids, Ia., of the Bank- 
ers Life of Nebraska. 








Discontinues Ives Agency 


The Norton Ives general agency of 
the State Mutual of Worcester in De- 
troit, has been discontinued and Mr. 
Ives, who has always been an outstand- 
ing personal producer, has joined the 








“Life Insurance and the Federal Tax 
Laws”—authoritative 44-page booklet 
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ATLANTIC LIFE 


offers a complete line of modern policy 
contracts covering all needs “from the 
cradle to retirement” at low guaranteed 


Atlantic Life Insurance Co. 


RICHMOND, VIRGINIA 


Wm. H. Harrison 
Vice Pres. & Supt. of Agencies 


Guy M. Reem general agency of the 
same company in Detroit as a personal 
producer. 


McClellan Dallas General Agent 


The Protective Life of Birmingham 
has appointed G. C. McClellan genera] 
agent at Dallas, Tex. IIe has been for 
four years an agent of the Northwestern 
National Life. 

The Protective Life’s Texas collection 





branch office has been moved from 
Waxahachie to Dallas. Mrs. W. B. 
Whitefield has moved her residence 
from Waxahachie to Dallas’ where, 


under the direction of Mr. McClellan, 
she will develop a women’s department. 
She has been one of the Protective 
Life’s leading producers for several 
years. 





Priest Is Austin Manager 


Burleson B. Priest, who has been with 
the Jefferson Standard Life since the 
establishment of the Austin, Tex. 
agency, has been appointed district man- 
ager there by O. P. Schnabel, manager 
San Antonio agency. 





Murphy with Pioneer Reserve 


V. E. Murphy, formerly of the Chi- 
cago office of the Washington National, 
is now general agent at Little Rock, 
Ark., for the Pioneer Reserve Life, with 
offices in the National Standard Life 
building. 





Roempke Is Houston Manager 


Louis J. Roempke, eight years with 
the Travelers‘and for the past year and 
a half with the West Coast Life’s San 
Antonio agency, has been appointed 
manager of the West Coast Life’s Hous- 
ton, Tex., agency. 





The Northwestern Mutual Life has ap- 
pointed the Blanchard & Calhoun Realty 
Company district manager in Augusta, 
Ga. Douglas B. Horne will be in charge 
of the life department. 


CHICAGO 


FRANCK IS AGENCY MANAGER 


L. A. Franck, general agent of the 
Pacific Mutual Life at Peoria, IIl., has 
resigned and become agency manager Of 
the Julius Meyer general agency, New 
England Mutual Life in Chicago. Mr. 
Franck has had about 18 years’ life in- 
surance experience in home office and 
field, starting with the Travelers, with 
which he was connected for 10 years. 
He opened the 63rd street branch office 
of that company in Chicago and man- 
aged it for four years. Then for five 
years he was assistant superintendent of 
agencies of the Continental Assurance, 
traveling the country. He then became 
Franklin Life general agent at Peoria 
before going with the Pacific Mutual. 

oe ok 


DECEMBER MEET CANCELED 











The December meeting of the Insur- 
ance Lawyers Club of Chicago has been 
canceled, due to the fact that the sched- 
uled speaker, Dean Leon Green of the 
Northwestern University law school, 
found it impossible to attend. He will 
probably be the speaker at the January 
meeting. 

* * 
CHICAGO FORCE WRITES $20,750,000 


The Chicago agencies of the Equitable 
of New York wrote $20,750,000 of busi- 
ness in the period Nov. 2 to Nov. 28 
in the annual “Work-with-Klingman 
campaign. 

* * * 
JAMES & CO. BUSINESS RECORD 


The life and accident department of 
Fred S. James & Co., Chicago, managed 
by Samuel Leland, Jr., has made great 
strides this year, for 11 months being 
25 percent ahead of all last year on 4 
paid basis in life insurance alone, an 
for accident having paid for 234 times 
the 1935 total. This company is a ge! 
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fe and accident business for 11 months it 
stands third place country-wide on a paid 
basis among all branches and general 
agencies. During the “supremacy” acci- 
dent campaign just concluded the agency 
was third country-wide on a point basis 
and led all Chicago general agents on 
apoint basis. Manager Leland has been 
in charge for four years and is well 
known, being a past president of the Life 
Agency Supervisors of Chicago. 

INSURANCE STOCK QUOTATIONS 

H. W. McKinney of G. L. Ohrstrom 
& Co., Board of Trade building, Chi- 
cago, gives the following quotations on 
the stock of life companies: 


Par Div. Bid Asked 
10 60 27 28 
Bank. Nat. Life. 10 


1.00 23 27 
Build, Life, Ill.. 1 eta 

Central Life, Ill. 10 Bex 9 

Cent. States Life 5 are 3 
Columbian Nat..100 i 
Conn. Gen, Life. 10 .80 31 33 
Cont. Assurance. 10 
Cont. Am. Life.. 10 K 
Farm. & be gg 12.00 210 225 


Aetna Life ..... 


Fed. Life, Chgo. 1 ava 8 ee 
Girard Life .... 10 -40 11 13 
Great Nor. Life. 10 cae 4 ne 
Great South. Life 10 2.50 30 33 
Life & Cas.,Tenn. 2 ey 15 17 
Life of Va...... 20 3.00 73 80 
Lincoln National, 10 1.20 25% 26% 
Mo. State Life.. 10 wae 3% 56 
Natl. Life & Ac. 10 1.60 65 75 
Northw. National 5 -60 16% 17% 
North Amer. ... 2 are 2% 3% 
Ohio National... 10 -00 24 28 
Ohio State Life..100 10.00 225 


Old Line Life... 10  .60 16 # i7 


Pacific Mutual... 1 ess 2% 3% 
Peoples Life, Ind. 10 -60 20 25 
Philadelphia Life 10 ua 3% 4% 
Rockford Life .. 10 ‘ee 4 8 
Sun Life, Can...100 rey 610 630 
Travelers ....:. 100 16.00 475 485 
Union Central .. 20 1.20 21 


Wisconsin Natl.. 10 150 16 18 


HOLD NYLIC DINNER-DANCE 


The central department of the New 
York Life held its annual Nylic dinner- 
dance at the Edgewater Beach hotel, 
Chicago. R. E. Whitney, inspector-of- 
agencies, was master-of-ceremonies. 


MANAGER 


ASSOCIATION 
View Membership Qualification 


The San Antonio Life Managers Club 
discussed the idea of making member- 
ship in the life underwriters association 
a matter of distinction. An inspection 
report on premium income as a pre- 
requisite for membership was suggested. 
This was objected to on the grounds 
that the organization is educational and 
if the manager does his work of select- 
Ing agents properly there will be no 
further need of a selective method for 
membership. Further consideration will 
be given the question. 














Jamison Gives Talk 


Homer Jamison, Oklahoma manager 
Equitable of New York, spoke to the 
Oklahoma General Agents & Managers 
Club in Oklahoma City on “Motivating 
Principles in Getting Production.” 





Indianapolis Managers Elect 


Horace Storer, Bankers Life, was 
lected president of the Indianapolis 
General Agents & Managers Associa- 
tion. Ray Patterson, Penn Mutual, was 
elected vice-president and Mansur B. 
Qa es, Insurance Research & Review 
“ervice, secretary-treasurer. 





Portland Christmas Party 


At the annual Christmas party of the 
Portland (Ore.) Life Insurance Man- 
agers Association Kenneth S. Reed was 
Seneral chairman and also took the part 
ot Santa Claus. 


Kalmbach Discusses Reinsurance 

At the dinner of the Insurance Insti- 
6 of Nebraska in Lincoln L. J. Kalm- 
Pach, second vice-president of the Lin- 
coln National Life, spoke on “The Whys 
and Wherefores of Reinsurance.” 














INDUSTRIAL 


Metropolitan Managers Meet 








Three District Groups Name Officers at 
Gathering at Pacific Coast 
Head Office 


SAN FRANCISCO, Dec. 24.—Pat- 
rick J. O'Halloran, manager of the Port- 
ola district of the Metropolitan Life at 
San Francisco, was elected president of 
the Northern California District Man- 
agers Association of the company at 
the annual meeting held in the Pacific 
Coast head offices in San Francisco. Mr. 
O’Halloran succeeds Albert O. Har- 
wood, manager at Oakland. 

Brandan J. Harrington, manager of 
the Arapahoe district in Denver, was 
elected president of the Colorado Asso- 
ciation of District Managers of the Met- 
tropolitan Life. Before becoming asso- 
ciated with the Denver branch, Mr. Har- 
rington was with the company in San 
Francisco. 

The Northwest Association of District 
Managers, comprised of the Metropoli- 
tan offices in Washington and Oregon, 
elected William B. McKenna, Aberdeen, 
Wash., president. 


Carson to Washington 


Robert E. Carson, Wheeling, W. Va., 
manager of the Equitable Life of Wash- 
ington, C., has been promoted to 
manager of the Washington, D. C., dis- 
trict. Mr. Carson, a former local news- 
paper man, entered the insurance busi- 
ness with the Equitable as an agent in 
1931. In December, 1931, he was made 
assistant manager in Wheeling. In 1933 
he was promoted to manager of the 
Wheeling district. Mr. Carson served 
as vice-president of the Wheeling Asso- 
ciation of Life Underwriters in 1935 and 
has been active in that organization. He 
is succeeded as manager at Wheeling 
by W. A. Hutchison, who has been as- 
sistant manager at Steubenville. 


Guaranty Elects New Officers 


New officers have been elected by the 
new Guaranty Life, Clark building, Jack- 
sonville, Fla. L. Knabb, president of the 
Citizens Bank of Macclenny, is chairman 
of the board; William D. Morgan, presi- 
dent and general counsel; George J. 
Guimond, director of agencies and as- 
sistant to the president; W. A. Bexley, 
vice-president and treasurer, and Daniel 
D. Miller, secretary. The above named 
and Dr. C. J. Baumgartner are directors. 
The company, organized last April, with 
a capital of $100,000, writes industrial 
life and health and accident insurance in 
Florida. It has branch offices in Or- 
lando, Perry, Lake City, Lakeland, St. 
Petersburg, Tampa, West Palm Beach, 
Miami and other places. 


Canadian Metropolitan Changes 

Romeo Quesnel has been named 
agency supervisor of the Metropolitan 
Life in Canada. He has been with the 
agency division 12 years, 10 as executive 
clerk. Dr. H. B. Kidd has been named 
assistant medical director for the Metro- 
politan Life in Canada. 

A. J. Robertson, formerly manager of 
the Niagara Falls, Ont., district, has 
been named manager at Toronto. David 
Mennie, formerly manager in St. Cath- 
erines, succeeds him at Niagara Falls. 








Jules Labanca Dies 


Jules Labanca, Sr., 80 years old, for 
29 years secretary of the Citizens Life 
of Louisiana, died at his home in New 
Orleans. 


Industrial Notes 


W. C. Maee, formerly of Kelso, Wash., 
has been named assistant superintendent 
at Portland, Ore., by the Prudential. 

Frank C. M. Jones, 66, Darien, Conn., 
who retired last January from the staff 
of the Metropolitan Life in New York 
City, died of injuries. suffered when 
struck by an automobile on the Boston 
Post Road. 








PRACTICAL 


MANAGEMENT 
“A FIELD MAN’S COMPANY” 


That is what those who know say of the Central Life. 
Its executives are genuinely concerned in helping the Field 
Man solve his problems. There is ample precedent for this 
attitude—every official of the company has been “in the 
Field” as a personal producer or as a successful agency 
manager. Constructive suggestions are invited from the Field 
Force and the Company’s Agency program is based on the 
firm conviction that the greatest progress is made when the 
agents make money. 





If you are ambitious and industrious, we have the per- 
fect “Team"—the genuine co-operative spirit—that will 
bring you success. 

Communicate with 
ALFRED MacARTHUR, PRESIDENT 


CENTRAL LIFE 


INSURANCE COMPANY OF ILLINOIS 


720 NORTH MICHIGAN AVENUE - CHICAGO 




















PROMPT SERVICE | 


New agents want to know about the service 
given by the company’s underwriting department. 
Is it speedy? Are decisions liberal? Is it fair? 
Fidelity agents answer “yes” to these questions— 
commend the promptness, endorse the sound un- 
derwriting—approve the fairness. 


Aviation risks are generously treated. Non- 
medical limits still lie between ages 15 and 45. 
Income Disability is still sold in connection with its 
famous Income for Life plan. Adequate reinsur- 
ance facilities are available. The medical staff are 
in the field frequently to meet agents’ problems. 


The whole department is distinctly agency- 
minded and in tune with the friendly policy of the 
management toward policyholder and agent 
alike. 


Fz 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 
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General Agency Openings 
with 


A GREAT COMPANY 





GROWING GREATER 





A Company that has 


*A Liberal Contract 
(Both First Year and Renewal 


Commissions ) 


*Am Attractive Line 
of Policies 


(designed to fit every need) 


*A Unique Sales 
Program 


Practical assistance and co-op- 
eration in the field 


Enjoy the advantages of 
COMMONWEALTH CORDIAL 
CO.OPERATION 
IT WORKS 





Write 
J. Herbert Snyder, 
Agency Vice-President. 


COMMONWEALTH 
LIFE INSURANCE CO. 








LOUISVILLE, KY. 








—— 








News ABOUT 


LirE POLICIES 








PRICE, $5.00 and $2.00 respectively. 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 
in Policy Literature, Rate Books, etc. 
Digest” and “Little Gem,” Published Annually in May and March respectively. 


Supplementing the “Unique Manual- 





Equitable Announces Scale 





Dividends for 1937 Total About Same 
as if 1936 Schedule Were 
Continued 


NEW YORK, Dec. 24.—The Equit- 
able Life of New York has announced 
its 1937 dividend scale, the total appor- 
tionment being approximately the same 
as if the 1936 scale had been continued, 
but readjustments being made to reflect 
interest and earning trends. This re- 
sults in reducing dividends in some in- 
stances, especially at older ages where 
an adjustment for mortality is reflected. 
The mortality savings element has been 
increased by ages and the interest rate 
factor in dividends reduced. 

In general the new scale shows in- 
creased dividends on lower premium in- 
surance plans except at older attained 
ages, and decrease on short term endow- 
ments, paid up policies and policies at 
higher attained ages. Intermediate plans 
show changes varying consistently be- 
tween the two extremes. 


Reduce Annuity Dividends 


Dividends on the 3 percent participat- 
ing annuities have been substantially re- 
duced, in some instances showing about 
50 percent reduction. The company an- 
nounces the annuity dividend action will 
result in no dividends under single pre- 
mium annuities under which more than 
3 percent interest was guaranteed on the 
reserve, or on 3% percent annual pre- 
mium retirement annuities which have 
been in force less than four years. 
Dividends on contracts issued prior to 
Jan. 1, 1932, which contain the disability 
clause, are lower. Excess interest is 3 
percent on participating settlements. On 
installment and life income settlements 
of proceeds interest is 3.4 percent, the 
rate being the same on certificates of 
deposit payable annually; and on certifi- 
cates of deposit if other than payable 
annually, and on dividends left on de- 
posit, 3.25 percent. 
The new scale compared with the old 
for three popular forms, and for one unit 
of 3 percent annual premium retirement 
annuity of all ages at issue, is: 


Ordinary Life 





Age --Dividends End of Year—, 
6 10 20 
25 New. .i.s5 $5.93 $6.41 $7.09 $1.60 
ere 5.26 5.78 6.51 7.38 
35 NOW 460% -80 7.07 7.26 7.67 
CT re 6.09 6.49 6.92 1.97 
45 NOW ..s.. 6.78 6.94 7.30 10.06 
ie ceo 6.36 6.31 7.51 10.54 
55 a 7.01 8.09 10.21 15.01 
|: ES = 7.12 8.35 10.57 15.60 
20 Payment Life 
25 NOW .<<s% $6.45 $7.10 $7.99 $9.32 
CU ha 5.85 6.61 7.64 9.59 
35 BOW «.0s« .30 7.75 8.24 9.92 
CE 6.67 7.31 8.11 10.58 
45 MPW scsa% 7.24 7.62 835 12.14 
OT as 6.88 7.59 8.70 12.96 
55 i 7.33 8.59 10.91 16.02 
See 55 gate 7.48 8.92 11.38 16.98 
Optional Retirement at 65 
25 NOW 06028 $5.98 $6.53 $7.29 $8.13 
| aa 5.34 5.95 6.80 8.10 
35 re 7.02 7.43 17.84 9.22 
Ca 6.36 6.95 7.66 9.80 
45 New ..... 7.42 8.31 9.39 14.20 
Lt Sea eee 7.41 8.39 9.88 15.36 
55 BOW s0s5% Roe 28°32 2895. ks 
Cees 12.39 15.67 20.82 .... 
3% Ann, Prem. Retirement Annuit 
New ..... $0.67 $3.87 $6.81 $15.70 
| a 1.24 4.72 9.04 20.64 


Canada Life Continues Scale 


The Canada Life will continue for the 
first half of 1937 the present regular 
dividend scale and also the specials. In- 
terest rates will be 3%4 percent where 
any excess interest payments become 
due the first six months of the new year. 





The rate is the same as that of 1936. 
he 


oe 


Will 


Continental Assurance Directors En- 
dorse Proposal—Prospect of Increase 
in Non-Par Rates Prompted Action 


Write Participating 





Much interest is taken in the an- 
nouncement that the Continental Assur- 
ance of Chicago is preparing to write 
participating business. It has been 
some years since a stock company of 
the standing of the Continental Assur- 
ance has taken such a step. 

Although this move has been con- 
templated for some time, it was taken 
just at this time on the theory that an 
increase in non-par rates is just around 
the corner. The Continental Assurance 
intends to emphasize its participating 
business, rather than to make it avail- 
able in a half-hearted way. The move 
was made from an agency and produc- 
tion standpoint, rather than from ac- 
tuarial motives. Some came to the con- 
clusion that the Continental Assurance 
was actuated by a desire to hedge 
against the possibility of a prolonged 
period of low interest rates, by develop- 
ing a participating business. As a mat- 
ter of fact, the management takes a 
rather complacent view of the interest 
rate situation and is not alarmed at the 
prospect. Participating insurance, the 
management believes, will provide the 
agent with more effective equipment and 
should stimulate production. 


Emphasize Point to Field 


In placing the plan before the field, 
Continental Assurance will emphasize 
the point that participating insurance 
may be purchased in a company with 
large capital and surplus set up and with 
an established low operating cost. 

The directors adopted a_ resolution 
recommending that the stockholders at 
the annual meeting in January take ac- 
tion authorizing the company, in the 
discretion of its directors, to organize 
and operate a participating department. 
That is regarded as a formality. An- 
ticipating that favorable action will be 
taken, the participating department, ac- 
cording to present plans, will be set up 
in the spring. 





New York Life in Increase 





Dividend Scale for 1937 Slightly Ad- 
vanced for All But Disability 
Policyholders 





The New York Life announces the 
1937 dividend scale for all but policy- 
holders with contracts containing disa- 
bility clauses will be slightly higher than 
the 1936 scale. Disability policyholders 
will receive dividends from 50 cents to 
$1.50 per thousand less than in 1936. 

Dividends on participating annuities 
have been materially reduced due to de- 
cline in interest rate. 

The interest factors announced are: 
On dividends left on deposit 3 percent; 
on other funds left on deposit with with- 
drawal privilege 3 percent; on such 
funds left on deposit not subject to 
withdrawal 3%4 percent. 

At age 35, the new dividends per 
thousand compare with those for 1936 
on three forms as follows: Ordinary 
life—$5.96, against $5.12, total dividends 
in 20 years $144.23 compared to $142.54; 
20 payment life—$6.81 compared to 





Accident Business Is Good — 
sales pointers read The Accident & Health 
Review. Sample copy 10 cents. Address 
A-1946 Insurance Exchange, Chicago. 








es 


THERE’S A 
NEW YEAR COMING 


@ 365 days will be turned over soon 
for your use. 

@ Each day will be of uniform qual. 
ity—that is—each will have 24 
golden hours of 60 minutes each 
rich with opportunities. 


@ As an ambitious underwriter it 
will be your responsibility to cap. 
italize on every advantage the 
new year will contain. 


@ A good company is one of the 
necessary working tools of your 
profession. A complete line of 
modern policies is another. 


We offer these requisites to capable 
men in valuable territories. _ Illinois, 
Georgia, S. Dakota, lowa, Nebraska, 
Michigan, Missouri, Calif., Alabama. 


Write Us 











INSURANCE LOMPANY 


OMAHA.NEBRASKA 
John Ht dur DOK 


PRESIOENT 








JUVENILE 
INSURANCE 





A plan for every 
purpose— 
issued from ages 
1 day to15 years 


@ 20 Payment Endowment at 
Age 85 


@ 20 Payment Endowment at 
Age 65 


@ 20 Year Endowment 
®@ Educational Endowment at 
Age 18 


SINCE 1848 
UTU 
Mw a 
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December 


25, 1936 





LIFE INSURANCE EDITION 
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$6.19, and $178.59 total compared to 


$175.70; 
against 


20 year 


endowment — $7.05 
$6.41, and $211.82 total, com- 


ared to $207.54. The 1937 dividends per 
thousand for several more popular forms 





il Ordinary Life 
Dividends End Year 
ok ** 
2 5 10 15 20 
a $4.94 $5.08 $5.67 $6.50 $7.20 
1 11. 4:99 5.14 5.74 6.61 7.21 
99... 5.06 5.22 5.84 6.66 7.24 
93 11. 5.12 5.31 5.92 6.70 7.25 
34... B18 5.89 5.99 6.75 7.26 
95 1... BAS 5.48 6.04 6.79 7.26 
ao t') B17 5.57 6.09 6.83 7.33 
97 11, «5.80 5.66 6.16 6.87 7.45 
98... 5-88 5.75 6.22 6.91 7.52 
99... 547 5.81 6.27 7.00 7.55 
30 1... DDT 5.90 6.36 7.08 7.60 
31... 5.63 5.96 6.42 7.14 7.67 
32 11. 5.70 6.02 6.47 7.19 7.74 
33... B74 6.11 6.56 7.27 7.82 
34 11, BAT9 «6.19 6.64 7.34 7.91 
5... 5.96 6.29 6.72 7.43 8.01 
26... 621 6.36 6.80 7.51 8.12 
97 |. . 6.30 6.45 6.90 7.63 8.24 
38... 6.41 6.54 7.02 7.75 8.37 
39 1.. 6.50 6.63 7.13 7.88 8.58 
40... 6.60 6.73 7.26 8.03 8.70 
11... 6.68 6.82 7.39 8.18 8.87 
42... 6.80 6.94 7.56 8.35 9.08 
43... 6.91 7.05 7.71 8.52 9.29 
44... 7.00 7.17 7.89 8.72 9.53 
45... 713 7.81 8.07 8.94 9.80 
46... 7.26 7.50 8.29 9.16 10.11 
4111. 741 «7.68 8.50 9.41 10.48 
48... 7.56 7.88 8.74 9.69 10.78 
49... 7.73 8.09 8.99 9.98 11.14 
50 .., 7.94 8.34 9.27 10.31 11.53 
51... 8.14 8.58 9.55 10.68 11.90 
52... 8.38 8.87 9.90 11.10 12.32 
53... 8.64 9.17 10.25 11.52 12.75 
54... 8.92 9.50 10.63 11.96 13.21 
5... 9.21 9.84 11: : : 
3 * 9.56 10.22 11.51 12.92 14.17 
57... 9.92 10.62 12.00 13.41 14.69 
58 ..,10.32 11.07 12.53 13.97 15.25 
59 _..10.75 11.56 13.09 14.54 15.84 
60 ...11.28 12.08 13.68 15.15 16.47 
61 ...11.75 12.67 14.31 15.79 17.14 
62 ...12.30 13.80 14.97 16.47 17.85 
63 ...12.91 13.97 15.67 17.20 18.59 
64 ...13.59 14.69 16.42 17.98 19.40 
65 ...14.35 15.48 17.23 18.82 20.28 
*Plus $4 extra dividend. 
**Plus $8 extra dividend. 
20 Payment Life 
A e * e* 
20°. .$5.49 $6.17 $7.13 $8.31 $9.69 
a... bot 619 C23 8.8% 9.82 
99 |... 5.b2 6.24 7.30 8.42 9.94 
93... 5.54 6.29 7.39 8.48 10.01 
94... 5.56 6.38 7.46 8.59 10.08 
25... 6.62 6.47 7.54 8.72 10.16 
2... 5.69 6.57 7.59 8.86 10.21 
1... 5.75 6.63 7.66 8.98 10.30 
2 
98 ... 5.83 6.78 7.72 9.08 10.37 
29 :.: 5.91 6.92 7.81 9.20 10.47 
30 ... 5.98 7.00. 7.86 9.30 10.54 
31 ... 6.06 7.12 7.96 9.39 10.67 
32 21. 6.23 7.21 8.08 9.47 10.78 
33 | .. «6.38 7.27 8.19 9.56 10.90 
34... 6.51 7.36 8.29 9.66 11.04 
35... 6.81 7.45 8.41 9.75 11.17 
36... 6.94 7.51 8.50 9.86 11.33 
37... 7.11 7.61 8.60 9.97 11.48 
38... 7.15 7.68 8.68 10.11 11.65 
39... 7.30 7.76 8.76 10.22 11.82 
40 ... 7.48 7.85 8.85 10.36 12.02 
41... 7.61 7.94 9.03 10.53 12.21 
42 ... 7.71 8.04 9.22 10.69 12.44 
43... 7.80 8.13 9.37 10.85 12.66 
44... 7.89 8.24 9.53 11.05 12.90 
45 ... 7.99 8.38 9.71 11.25 13.18 
46... 8.09 8.54 9.87 11.44 13.45 
47... 8.23 8.76 10.06 11.68 13.77 
48 ... 8.35 8.92 10.26 11.91 14.07 
49 1... 8.52 9.12 10.49 12.17 14.40 
50 ... 8.69 9.33 10.72 12.47 14.75 
oc ao RISE 18 IRs 
53... 9.29 10.04 11.55 13.47 15.83 
54... 9.53 10.31 11.86 13.83 16.23 
55... 9.78 10.62 12.22 14.22 16.65 
56 ...10.12 10.95 12.63 14.63 17.10 
..10.44 11.30 13. i ; 
57 0 13.04 15.06 17.55 
58 ...10.81 11.70 13.50 15.52 18.05 
Lik? TRIS TS: : : 
59 2 3.97 15.98 18.56 
60 ...11.62 12.60 14.48 16.49 19.12 
us extra vidaend, 
*Plus $4 extra dividend 
**Plus $7 extra dividend. 
20 Year Endowment 
Age $ $ $ § $ 
20 ... 5.50 6.58 8.63 11.16 13.47 
21... 5.52 6.64 8.72 11.25 13.54 
32 .5."5:bS 6.28 SiSl 19.89 15.62 
23... 5.56 6.80 8.90 11.46 13.72 
24... 5.57 6.90 8.99 11.56 13.81 
25... 5.68 7.00 9.05 11.64 13.90 
26... 5.70 7.08 9.13 11.72 14.00 
at... RG «Tee FS 11:79 1209 
28... G8 28S SST LEST 14.20 
29 . 5.92 7.50 9.36 11.94 14.30 
30... 6.05 7.64 9.44 12.02 14.41 
31... 6.18 7.84 9.52 12.10 14.52 
32... 6.42 8.00 9.61 12.16 14.62 
33... 6.68 8.11 9.71 12.24 14.75 
34... 6.89 8.33 9.81 12.32 14.86 
35 - 7.05 8.47 9.90 12.40 14.99 
36... 7.29 8.51 9.98 12.46 15.12 
37... 7.29 8.67 10.07 12.53 15.26 
38 ... 7.50 8.76 10.13 12.59 15.39 
39... 7.67 8.86 10.22 12.65 15.54 
40 ... 7.83 8.94 10.28 12.73 15.68 
41... 7.99 9.00 10.41 12.86 15.82 
42 ... 814 9.11 10.57 13.02 15.99 
43... 8.38 9.20 10.74 13.20 16.15 
44... 8.57 9.29 10.92 13.37 16.31 
45 ... 8.70 9.40 11.11 13.52 16.49 
46 - 8.89 9.53 11.31 13.67 16.68 
47... 9.06 9.67 11.50 13.83 16.88 


$152.70 
154.12 








Age $ 3 3 $ $ 
* ** 

48 ... 9.18 9.79 11.71 13.98 17.07 244.28 
9 . 9.83 9.94 11.90 14.18 17.29 247.92 
50 - 9.48 10.13 12.09 14.37 17.51 251.59 
51 ... 9.64 10.88 12.28 14.59 17.75 255.63 
52 ... 9.82 10.62 12.49 14.83 18.00 259.86 
53 ...10.01 10.90 12.73 15.09 18.27 264.52 
54 ...10.22 11.14 12.98 15.36 18.55 269.37 
55 ...10.44 11.42 13.28 15.66 18.86 274.84 
56 ...10.70 11.69 13.59 15.97 19.18 280.57 
57 ...10.97 12.00 13.94 16.29 19.52 286.78 
58 ...11.34 12.34 14.32 16.66 19.89 293.61 
59 ...11.67 12.71 14.72 17.03 20.28 300.79 
60 ...12.08 13.12 15.15 17.43 20.70 308.68 


*Plus $4 extra dividend. 
**Plus $7 extra dividend. 


Endowment at 65 (Male) 


* * 
$ $ $ $ $ $ 

20.... 5.08 5.27 9.96 14.96 7.69 131.04 
25.. 5.28 5.76 10.47 14.94 8.33 139.19 
30.. 5.76 6.34 11.02 15.51 9.04 151.00 
35.. 6.58 6.98 11.87 16.03 10.26 167.24 
40.... 7.54 7.90 12.98 16.62 12.45 191.33 
45.... 8.70 9.40 15.11 17.52 16.49 234.56 
50.... 10.75 12.29 18.70 18.51 ... cece 
55.... 14.93 18.30 26.97 . 


60.... 26.92 34.82 bare “en 
*Including extra dividend. 


Annuity Endowment at 65 (Male) 


s * 
$ $ $ $ 
20.... 5.41 5.67 10.46 15.15 8.39 140.40 
25.... 5.89 6.25 11.09 15.50 8.93 151.10 
30.... 6.58 6.95 11.80 15.45 9.88 64.40 
85.... 7.39 7.82 12.80 15.64 11.53 184.34 
40.... 8.47 9.03 14.31 15.32 14.40 215.68 
45....10.16 11.01 17.04 15.78 19.59 270.22 
50.... 13.28 14.77 22.12 22.79 wand 
55.... 20.13 22.99 33.33 ... 
*Including extra dividend. 
Family Maintenance 
10-Year Period 
* ok 
_ = $ $_ 
$5.... 7.37 7.72 11.94 15.48 $8.01 156.57 
40.... 7.97 7.99 12.20 16.03 8.70 165.27 
45.... ¥.2T S30 -75 16.94 9.80 178.25 
50.... 8.83 9.10 13.70 18.31 11.53 199.88 
55.... 9.86 10.42 15.31 20.42 13.67 232.64 
15-Year Period 
* * 
$ $ $ $ $ $ 
3 7.62 8.07 12.38 16.78 7.60 165.07 
SB. ccs CEE SS 2.49 16.7 01 169.29 
40.... 8.52 8.53 12.69 16.99 8.70 175.85 
45.... 8.75 8.79 13.23 17.54 9.80 186.92 
50.... 9.24 9.50 16.26 18.68 11.53 207.44 
*Including extra dividend. 
20-Year Period 
* * 
$ $ $ $ $ $ 
20.. 7.58 7.73 12.36 17.06 9.65 174.03 
25.. 7.63 8.14 12.76 17.32 9.38 178.92 
30. 8.14 8.62 12.93 17.30 9.24 182.04 
35. 8.45 8.86 13.02 17.26 9.20 184.03 
40. 9.04 9.04 13.23 17.56 9.45 188.89 
45 9.20 9.29 13.85 18.35 10.27 199.82 


*Including extra dividend. 


Annuity Dividends 
Immediate—Without Refund (Male) 
(Per $100 Yearly Income) 





1 2 3 4 5 
ances wneweee $7.91 $7.85 $7.78 $7.72 $7.66 
We erat sic oaree 7.70 7.63 7.56 7.49 7.42 
GN sr ona wae eee 7.47 7.40 7.32 7.24 7.17 
CS ere re 7.24 7.16 7.07 6.99 6.91 
CEE 6.99 6.89 6.80 6.71 6.63 
| _ ae. 6.74 6.64 6.54 6.45 6.36 
Bea a cra 'eieva-pie oa 6.49 6.39 6.28 6.19 6.09 
GG oc ccaavude 6.25 6.14 6.03 5.93 5.84 
Cb ee 6.04 5.92 5.82 5.72 5.63 
Mann cetoes nds 6.10 5.99 5.88 5.79 5.70 
Ee aciaioweaae 6.21 6.10 6.00 5.91 5.84 
tC See 6.38 6.27 6.17 6.10 6.03 
CL ere e Pe 6.60 6.49 6.41 6.34 6.29 

Instalment Refund (Male) 
Bivcnencvedae $8.14 $8.07 $8.00 $7.93 $7.86 
GO acd wee was 7.94 7.87 7.79 7.71 17.63 
ee sve encea 7.73 7.65 7.56 7.47 7.39 
QO cocunetiees 7.61 7.42 7.33 7.23 7.18 
CC eee ee 7.28 7.17 7.07 6.96 6.86 
Ms cactearsles 7.03 6.92 6.80 6.69 6.57 
55 6.78 6.65 6.53 6.40 6.28 

Z 6.39 6.26 6.12 5.99 

, 6.14 5.99 5.85 5.70 

A 5.93 5.77 5.62 5.46 

: 5.73 5.56 5.40 5.24 
0 5 5.53 5.86 5.19 5.02 
Soeccdevencene 5.56 5.38 5.19 5.01 4.84 

Forms 


Revise Life, Annuity 


Home Life of New York Modernizes 
All Contracts, Simplifying Option 
Provisions 


Surrender charges running for 19 
years on single premium policies, revi- 
sion of settlement options and a typo- 
graphical setup emphasizing the Amer- 
ican home, tied in closely with the 
Home Life of New York, are features 
of the new series of life and annuity con- 
tracts announced by that company ef- 
fective Jan. 1. The revision applies to 
all life and annuity plans. The so-called 
“legal form” has been adopted. A sketch 
of a typical Colonial home appears on 















MUTUAL TRUST 


LIFE INSURANCE COMPANY 






cnicaco 
iLLINOIS 


TOWIN A OLSON 
PRESIDENT 


“as cee ie FAITHFUL 


NET LEVEL PREMIUM 
THREE PER GENT RESERVES 


Agriculture is now receiving fair prices for 
its products and farm lands are steadily ris- 
ing in value. Not since 1920 have conditions 
been so favorable in rural territory. 


If you want a general or district agency 
with one of the lowest net cost mutual com- 
panies either in Illinois, Iowa, Minnesota or 
Nebraska address the agency department 
for full particulars. 


























Family Maintenance with 


Convertible Term Policies 


New Security Mutual Life term policies 
for 5, 10, 15, and 20 years offer an ideal 
method of providing family maintenance in- 
surance at minimum rates. Premium waiver 
and accidental death benefits at slight addi- 
tional cost. It will pay you to investigate 
these new insurance opportunities. 

Ask about the new Retirement Income at 


55—a real insurance investment. 


Security Mutual Life 
Insurance Company 


BINGHAMTON, N.Y. 














20 


THE NATIONAL 


UNDERWRITER 


December 25, 1936 








the form, over which is superimposed 
the name of the company. 

Settlement option provisions have 
been completely revised and amplified, 
the planned estate method of selling 
having resulted in substantial increase 
in use of the options. The new option 
provisions were designed greatly to re- 
duce the length of supplementary agree- 
ments required in planning individual 
policies. The basis of rates for life an- 
nuity settlement options has _ been 
changed. Hereafter rates for men and 
women will differ, in most cases income 
, to women being slightly less than in the 
past and income to men slightly larger. 
As formerly, annuity incomes will par- 
ticipate for the certain period and the 
policyholder’s lifetime. 


New Income Option 


A. special joint life and survivor in- 
come option has been incorporated, 
under which the insured may apply sur- 
render value at age 55, 60 or 65 to pro- 
vide income so long as either the insured 
or a designated beneficiary is living. The 
income payable while both are living is 
larger than that payable when only one 
is alive; it is reduced one-third after the 
first death. 

In conformity with revision of settle- 
ment option life income rates, a revision 
has been made in the personal income 
policy to accumulate a larger fund at 
maturity to provide the income. This 
necessitated increase in premium rates, 
with somewhat higher rates for women 
than for men. However, at the same 
time cash values have been increased 
and dividends applicable to the new 
rates also will be somewhat larger than 
corresponding dividends for the old 
rates. 





Maintains Dividend Scale 
The Mutual Life of Canada reports 
no change in dividends for the present. 
It will continue to pay 4 percent on 
dividends left to accumulate, but is re- 
ducing the rate on policy proceeds to 
3% percent. 





Desirable 
Territory 
ILLINOIS 


and 


INDIANA 


with a sound 
progressive organization 


Write to 


RURAL BANKERS 


Life Insurance Co. 


610 Sherland Building 
South Bend, Indiana 


RURAL BANKERS 


Life Insurance Co. 


1106—130 N. Wells Street 
Chicago, Illinois 


John V. Sees, President 


“appointed by President T. A. Gallagher. 








NEWS OF LIFE 


ASSOCIATIONS 





Legislators Are Honored at 
Southern California Meet 





State legislators were honored at a 
dinner meeting of the southern district 
of the California State Association of 
Life Underwriters in Los Angeles. Lo- 
cal associations cooperating in sponsor- 
ing the meeting included Los Angeles, 
Santa Barbara-Ventura, Orange Belt, 
Orange County, San Diego, Long Beach 
and Pasadena. 

The meeting was called to order by 
James H. Cowles, vice-president of the 
California association, who introduced 
Karl L. Brackett, San Francisco, presi- 
dent of the state association, who pre- 
sided. 

Commissioner Carpenter of California, 
opened his talk with a message of con- 
gratulations and welcome from Gover- 
nor Merriam, who was unable to be 
present. Mr. Carpenter said insurance 
is the third most important industry in 
southern California, oil and motion pic- 
tures ranking first and second. There 
are approximately 40,000 insurance 
agents and brokers licensed to do busi- 
ness in California. 

G. F. Morgan, assemblyman from the 
60th district, discussed life insurance and 
legislation. Dr. Rufus B. von Klein- 
Smid, president of the University of 
Southern California, discussed life un- 
derwriting. 


St. Louis Organizes to Get 
National Gathering in 1938 





ST. LOUIS, Dec. 24.—George L. 
Dyer, general agent Columbian National 
Life, has been named chairman of the 
local committee to perfect arrangements 
for the movement to have St. Louis se- 
lected as the 1938 meeting place for the 
National Association of Life Under- 
writers. Arthur P. Shugg, general agent 
for the Aetna Life will be vice-chairman, 
while Fred Rench of the National Life 
of Vermont, and James Callahan of the 
Metropolitan Life will be co-chairmen 
of sub-committee groups in connection 
with this movement. 

Dr, Pearl Thompson, St. Louis osteo- 
path, reviewed a book on the psychol- 
ogy of success at the ladies day meet- 
ing. A Christmas play and carols fea- 
tured the entertainment. 


* * OX 


Plan Producers Club 


The establishment by the San Fran- 
cisco Life Underwriters Association of a 
“Quarter-Million Dollar Club” has been 
recommended by a special committee 


G. F. McKenna, Continental Assurance, 
headed the committee. 

To attain membership in the Quarter- 
Million Dollar Club an applicant must be 
a member of the underwriters associa- 
tion and meet the following paid-for re- 
quirements during the calendar year: 
Volume, $250,000; premiums, $5,000; 
lives, 10. 

A dinner meeting for the purpose of 
organizing the club is planned for Jan. 
22, to which general agents and man- 
agers will invite their qualified pro- 
ducers. 


Form Idaho Association 


POCATELLO, Dec. 24.—Organiza- 
tion of the Idaho Association of Life 
Underwriters was completed with elec- 
tion of officers. The following were 
chosen: H. C. Schuppel of Boise, presi- 
dent; E. E. Moberly, Pocatello, vice- 
president, and Mrs. Mae Kirchner of 
Pocatello, secretary. 
* kK * 

Reading, .Pa.—C. A. Duffield, John 
Hancock general agent at Philadelphia, 
addressed the luncheon meeting. He 
also participated in the meeting of the 
Essick & Barr agency of the John 














Wyatt Elected President of 
Massachusetts Association 





BOSTON, Dec. 24.—The Massachu- 
setts Association of Life Underwriters 
has elected Clarence W. Wyatt, Boston, 
president. He is associate general agent 
of the John Hancock Mutual Life and 
has just retired as president of the Bos- 
ton association. He succeeds Roswell 
V. Laub of Springfield, general agent 
of the Monarch Life. Walter E. Wood- 
ruff, Fitchburg, Equitable Life, was 
elected vice-president and John M. 
Hughes, Boston, was reelected secre- 
tary-treasurer. 

Representatives of the seven local 
associations which comprise the state 
organization discussed legislative mat- 
ters and the savings bank life insurance 
competition at the annual meeting. 

National association delegates were 
elected for three years to represent four 
of the local associations: Fall River, 
L. E. Borden, Aetna Life; Pittsfield, 
W. B. Robinson, New England Mutual 
Life; Springfield, Maynard Keiser, John 
Hancock, and Boston, W. E. McCarthy, 
John Hancock. 

* * 


Birmingham Lecture Series 


Covers Wills and Estates 


Much is being learned about wills and 
estates and their relationship with life 
insurance in a series of weekly lectures 
being given before members of the Bir- 
mingham Association of Life Underwri- 
ters by Conley Merchant, former agent 
of the Mutual Benefit Life, now a prac- 
ticing attorney and counsel for the Bir- 
mingham association. 

Mr. Merchant points out that life in- 
surance constitutes about 87 percent of 
the income producing estate left by the 
average man. In view of this fact he 
contends there should be a much closer 
cooperation between life underwriters, 
trust companies, life insurance compa- 
nies and attorneys, all of whom offer 
some type of estate service. The aver- 
age agent, he said, has very little knowl- 
edge of the laws and principles govern- 
ing administration and distribution of 
general estates. 7 

A_ pamphlet entitled “After You,” 
dealing with estates and life insurance, 
has been prepared by Mr. Merchant and 
is being distributed among life insurance 
men, attorneys and trust companies. 


%* CK Ok 


Sell Philadelphia Jubilee Tickets 


PHILADELPHIA, Dec. 24.—With 
three weeks still remaining before the 
golden jubilee of the Philadelphia Asso- 
ciation of Life Underwriters, over 1,000 
tickets have been sold. 

The association is working hard to 
make this an outstanding event and to 
sell life insurance and what it has done 
for the community. Prominent citizens 
and presidents of every life company 
having a representative in Philadelphia, 
have been invited to attend. 

Three speakers headed by Thomas I. 
Parkinson, president of the Equitable 
Life of New York, will be on the pro- 
gram. 

Kk Ok 

Boston—Clarence W. Wyatt, retiring 
president, who had the honor of serv- 
ing in the year which welcomed the Na- 
tional association to Boston for its an- 
nual convention, was presented a mo- 
tion picture camera upon his retirement. 
He reported that the membership had 
risen from 526 to 1,134 paid members. 
The gain, he said, accounted for over 25 
percent of the entire membership in- 
crease in the country, and put Boston 
in second place in the National associa- 
tion, being exceeded only by New York, 
which had one more member than Bos- 
ton. The number of weekly premium 
members increased from 176 to 415. 
Among those at the head table at the 
banquet were President Guy W. Cox of 
the John Hancock, President F. P. Sears 





Hancock. 


of the Columbian National, J. R. Benton, 


——. 
<= 


executive vice president Boston Mutua] 
Life; Paul F. Clark and Frank B, Sum. 
mers, trustees of the National associa. 
tion. 

* * * 

Columbia, S. C.—Jeff B. Bates was jn. 
stalled as president at the November 
meeting. Other officers installed were: 
E. H. Davis, vice president; H. M. De 
Lorme, secretary; R. M. Roseberry, J. H. 
Miller, K. M. Beckham, J. L. Perkins, ¢. 
H. Jones and W. Hendley, directors. 

* * 

Toledo—Claris Adams, president Ohio 
States Life, addressed the local organiza. 
tion. 

Iowa City — I. J. Barron has been 
elected chairman, succeeding D. T. Davis, 
who becomes a member ex-officio of the 
executive committee. Other officers 
elected were H. I. Jenning, vice-chair- 
man, and Fred Huebner, secretary-treas- 
urer. 

* kk * 

Southeastern Iowa—Harold J. Cum- 
mings, Minnesota Mutual Life vice-presi- 
dent and superintendent of agencies, 
spoke at a meeting in Burlington. 

* * * 

Central Massachusetts—At the Decem- 
ber meeting in Worcester, Mass., a play 
“Depleted Reserve Life Insurance Com- 
pany,” was presented. Homer G. Sperry 
was elected to honorary life membership 
in recognition of his 25 years service 

* * * 

Davenport, Ia.—Harold J. Cummings, 
vice-president Minnesota Mutual Life, 
spoke on “Original Selling.” About 60 
attended. 

* * * 

Lincoln, Neb.—Barton Green has been 
named by President C. A. Wilson to head 
a membership drive to bring the total 
up to 100. 

* *K * 

Peoria, I11—Total membership greater 
than was reported to the National asso- 
ciation Jan. 1, 1936, resulting from the 
membership drive just concluded, was 
reported by Secretary C. E. Thompson 
at a “ladies’ night” meeting. F. A. 
Schnell is membership chairman, H. E. 
McClarence, co-chairman, the two being 
assisted by J. H. Wilson, Leonard Fritz, 
Clyde Humphry and Howard Toppen. 
President J. H. Pearce presided. There 








HOME OFFICE @e VAN WERT, OHIO 


OPENINGS 


Openings in Ohio and Illinois 


for a limited time under our 
unusually liberal agent's and 
general agent's contracts with 
attractive renewals, keen home 
office cooperation, field super- 
visory service without cost. 
All standard forms, including 
juvenile and annuities. « « 
Wile for 
COMPLETE 
DETAILS 





¢. —E. LINDEMANN 
Superintendent of Agencies 


THE 


GENERAL MUTUAL 
LIFE INSURANCE CO. 


VAN WERT, OHIO e C.M. Purmort, Pres. 
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was entertainment, dancing and songs 
py a choir of 80 students from Manual 
qraining High School. 

* * * 

Battle Creek, Mich.—Actual results 
from life insurance advertising were re- 
viewed by F. L. Fisher, Jr., advertising 
manager Lincoln National Life. Stating 
that advertising does help the field man, 
he proved his point by describing spe- 
cific cases and outlining methods em- 
ployed. 

Advertising, if used, Mr. Fisher con- 
cluded, will do the following things for 
the agents: (1) Keep the agent on the 
track; (2) make the agent work harder; 
(3) build prestige; (4) build self-con- 
fidence. 

To get these results, it was pointed 
out, advertising must be geared to a 
selling idea. It is this, according to Mr. 
Fisher, that provides the incentive for 
intensive work, 

* * * 

Montreal—R. E. Bliss, Confederation 
Life, was elected president at the an- 
nual meeting. Other officers are: First 
vice-president, A. D. Poitras, Sun Life; 
second vice-president, H. F. McAdams, 
Manufacturers Life; treasurer, L. C. E!- 
lison, Confederation Life. H. P. Bickley 
of the field service bureau of the Sun 
Life will continue as secretary. 

Nominations for directors, of whom 
seven will be elected, are: G. M. B. Mor- 
ton, Manufacturers Life; John Riddell, 
London Life; J. P. Wright, Canada Life; 
H. A. R. Martin, Canada Life; J. G. Le- 
Droit, Confederation Life; S. A. Neilson, 
Sun Life; J. C. Smeaton, Sun Life, and H. 
W. Brown, Standard Life. J. A. Fournier, 
retiring president, and the new president, 
Mr. Bliss, both commented on the suc- 
cessful year, which saw the association 
membership increased. 

*x* * * 


Pine Bluff, Ark.—A. G. Akerton, Aetna 
Life, secretary the last year, has been 
elected president to succeed Edgar 
Brewster. John H. Means, Aetna, was 
elected vice-president, and Mrs. Mary J. 
Nowland, secretary. 

V. B. Alexander talked on the social 
security program and its application to 
life insurance. 

* * * 

Detroit— The series of educational 
round-table discussion meetings were 
interrupted by a mock radio program 
with Ernest W. Owen, manager of the 
Sun Life, as master of ceremonies. Mr. 
Owen, posing as “Major Blower,” wielded 
the gong and introduced the performers 
to an audience of 120 underwriters fol- 
lowing luncheon. 

Mrs. Philomene Altman, Sun Life, gave 
a high pressure sales presentation on 
the minimum income policy to an elderly 


maiden lady (impersonated by Mr. 
Owen). John S. Cooper, Northwestern 
Mutual, gave a series of jokes and 


dialogue incidents that he uses in his 
sales talks. G. G. Cato, Manufacturers 
Life, who writes $200,000 a year in small 
policies, told how he controls his time, 
his prospects and other details of his 
solicitation. H. P. Trosper, New York 
Life, gave an example of a fast closing 
of a large case and the program wound 
up with the presentation of a comedy 
skit, set in a cafe, entitled “The Old 
Fashioned Agent,” in which W. S. Heim, 
J. E. Hawkins and A. C. Mardon of the 
Sun Life, billed as “The Sun Stock Com- 
pany,” raked their manager over the 
coals in lampooning style. 
* *K * 


Mississippi—C. O. Wilkins, who re- 
tires soon as Mississippi manager of the 
New York Life after 34 years in life in- 
surance, was given a life membership 
in the Mississippi association and pre- 
sented a plaque of commendation by the 
association at the December luncheon 
meeting in Jackson. 

Among those making laudatory talks 
were J. N. McLean, general agent Penn 
Mutual Life; William Mallett, New York 
Life; J. O. Thompson, and Harry O’Steen, 
vice-president of the association, who 
presided in absence of President A. H. 
Doty. Robert Gandy, Commonwealth 
Life, presented the plaque. 

* * * 


Appleton, Wis.—George Nixon, Equi- 
table Life, was elected president at the 
annual meeting. Mr. Nixon succeeds 
John Trautman, Massachusetts Mutual. 
W. E. Smith, New England Mutual, suc- 
ceeds Mr. Nixon as vice-president. M. G. 
Fox, Central Life of Iowa, was again 
named secretary, and M. B. Herner, Con- 
necticut Mutual, was elected treasurer to 
succeed Mr. Smith. Elected to the ad- 
visory board were C. C. Baker, New York 
Life; Frank Glaser, Mutual Life of New 
York, and Mr. Trautman. George R. 
Wettengel, Northwestern Mutual, is na- 
tional executive committeeman. 

* 


Oklahoma—The Christmas party in 
Oklahoma City was in the form of a 





“Deer Dinner.’ Venison was provided 
by L. C. Mersfelder, past president of 
the association, from the result of his 
annual hunting trip to the Rocky Moun- 
tains in New Mexico. 

* * * 

Rutherford County, N. C.—The Ruther- 
ford County association was formed at 
a meeting at Forest City. R. S. Wil- 
liams was elected president; J. F. Gray, 
vice-president; M. H. Cooke, secretary- 
treasurer; C. G. Hardin, national com- 
mitteeman; J. L. Roach, R. B. Neal, M. 
Cc. Stacey and J. B. Blaton, directors, 


Sees New Hope for 
Lonergan Measure 


(CONTINUED FROM PAGE 1) 


problem here if the life insurance pre- 
miums exceed the gift tax limit. 

In selling life insurance on a tax ba- 
sis, Mr. Morton said from the manager’s 
point of view, it is not practicable to at- 
tempt to do very much in the way of 
instructing agents on the taxation angle, 
but that he could better put in the time 
learning about the taxes himself so that 
he would be in a position to help his 
men close cases. He urged a proper 
balance of ‘knowledge about taxes and 
life insurance, saying that he didn’t want 
to be a tax specialist but wanted to 
know as much about taxes as he needed 
to in order to use it most effectively in 
life insurance sales work. 


Motivating Big Buyers 


Giving some practical sales pointers, 
Mr. Morton said that while the $40,000 
exemption granted to life insurance 
made payable to a named beneficiary 
should seem like an ample sales induce- 
ment to the buyer who can save estate 
taxes this way, this attraction is not 
enough of a motivating force by itself. 
The prospect must be impressed with 
the fact that this saving is not a saving 
on the average shrinkage of his estate 
but comes off the top bracket where the 
rate is the heaviest. For example, to a 
man with a $1,000,000 estate, the $40,000 
life insurance exemption makes it worth 
$53,000 of anything else he could give 
away. 

There is not only a saving at death 
but also an immediate saving. In the 
case cited, the $13,000 saved will pay for 
premiums for eight, nine or 10 years, so 
the buyer is really getting the insurance 
for nothing for that period. Another 
angle is that life insurance proceeds paid 
at death are usually free from income 
tax. The man who pays $3,000 premium 
on $100,000 of insurance pays no tax on 
the $97,000 appreciation. 


Use of Capital for Premiums 


Another angle of the tax approach 
often works with wealthy people who 
are unwilling to take on a new expense 
for annual premiums. To these it may 
be pointed out that if the estate owner 
dies, the government won’t wait for the 
estate to earn the money to pay the tax, 
but will insist upon being paid out of 
capital. Since the question is one of 
capital rather than income, it is logical 
to take the money for premium pay- 
ments from capital rather than from in- 
come. 

So great is the tax saving possible 
through life insurance to a wealthy man 
that a good approach is simply to ask, 
“How would you like to buy some in- 
surance for nothing?” Mr. Morton said. 
Suppose for example that a man aged 





about 40 takes $100,000 of single pre- 
mium insurance. The premium will be 
about $50,000. Suppose also, that he has 
$50,000 invested somewhere on which he 
is not earning more than 3 percent. If 
he is in the 50 percent income tax 
bracket he is getting only $750 a year 
out of the $1,500 interest that this money 
earns. By investing it in a single pre- 
mium for $100,000 he receives a dividend 
running from $650 to $750 and this is 
exempt from income tax until it exceeds 
$50,000 paid for the contract. 


Gets $50,000 Free Insurance 


In this way he has approximately the 
same spendable income that he had un- 
der his previous investment and in ad- 
dition he has $50,000 of insurance for 
which he in effect pays no premium. 
There are few people in the 50 percent 
income tax bracket who haven’t $50,000 
invested somewhere at 3 percent or less, 
Mr. Morton said. 

As to whether life insurance dividends 
are exempt under New York state in- 
come tax law, as well as under federal 
law, there is some conflict, Mr. Morton 
said. One deputy in the state tax de- 
partment has given the opinion that 
they are exempt and another has ruled 
that they are in the same classification 
as corporation dividends and are subject 
co tax. However, since the New York 
state tax runs to a maximum of only 8 
percent the question is not so important 
as it would be if the federal income tax 
were involved. 

Mr. Morton went on to say that he 
had not sold any cases on this idea of 
transferring $50,000 or some other cap- 
ital sum to single premium life insur- 
ance, but that he had used it as the ap- 
proach to an annual premium sale for 
the same amount. He said 75 percent of 
the insurance he had sold was on this 
basis. 





Moyer Goes from B. M. A. 
to Continental Assurance 





(CONTINUED FROM PAGE 1) 


ure in the life and accident business, an 
authority on insurance medical subjects 
and selection, and author of “Insurabil- 
ity” and “Selection of Risks,” the lat- 
ter printed by THE NATIONAL UNDER- 
WRITER, which are standard reference 
works. 

President Behrens announces that 
under the changed conditions, the senior 
officers, M. P. Cornelius and Roy Tuch- 
breiter together with Mr. Behrens him- 
self, will work in closer cooperation with 
the general problems of the life insur- 
ance department. 


Non-par Companies Due to 
Add Participating Policies 


(CONTINUED FROM PAGE 1) 


Some may even question the wisdom of 
their companies in offering the partici- 
pating form for sale. 

The other possibility is that some 
agents, unused to selling participating 
insurance, may not understand the ne- 
cessity of restraint in using dividend 
scales, but being schooled in the guar- 
anteed cost idea, may take it too much 
for granted that the net cost, figured 
according to the existing dividend scale, 
is also in the nature of a guarantee of 
costs. 

Neither of these contingencies is so 
much of a consideration in New York 
or other large centers where agents are 
customarily licensed in several compa- 
nies. Most New York City agents do 
not take very seriously the battle of par 
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LEGAL RESERVE: FRATERNALS 





Factionalism Now Hazardous 





Pennsylvania Deputy Commissioner 
Stresses Dangers in Address at 
Pittsburgh Rally 





The most dangerous problem con- 
fronting fraternal insurance is faction- 
alism, Deputy Commissioner E. S. Joseph 
of Pennsylvania stated in his address at 
the annual meeting of the Pennsylvania 
Fraternal Congress in Pittsburgh. Many 
societies exhibit internal friction and the 
cropping up of jealousies, he said; vari- 
ous factions wrestle for control of the 
management, either due to internal poli- 
tics, religious differences or selfishness. 

“Whatever the cause,” he said, “this 
is destructive, and if continued can re- 
sult only in the ultimate disruption of 
the society itself with consequent loss 
to the individual members. 

“Guard carefully against the develop- 
ment of group interests within your or- 
ganization and thus prevent the develop- 
ment of factional strife. Fraternalism 
means brotherhood, and if that is con- 
stantly kept in mind, there should be no 
room for jealousies or selfishness which 
breed hatred and which in turn develops 
into factionalism.” 

Mr. Joseph stressed the need for de- 
velopment of modern forms of enter- 
tainment and social contacts in the fra- 
ternal life, which will attract new mem- 
bers and serve to retain old ones. He 
said apparently not enough attention has 
been given to development of modern 
forms of sociability in local lodges and 
this has been an outstanding reason for 
the decline of interest in fraternalism. 
Another reason perhaps is lack of suffi- 
cient interest in developing juvenile de- 
partments. 

“Tt is a well established fact,” he said, 
“that fraternal insurance societies in or- 








standing organizations. 








Ten Thousand Birthday Parties 


The 54th birthday of Modern Woodmen of 
America will be celebrated by its members in the 
Camp Halls throughout the United States and 
Canada during the month of January. 

Hundreds of thousands of America's better citi- 
zens will meet to honor the twenty-one men who 
met in Lyons, lowa, on January 5th, 1883, and 
organized what is today one of America's out- 


To have even lived 54 years in this changing 
and highly competitive era is an accomplishment. 
To have lived 54 years to embrace almost eight 
million good citizens in membership; to have pro- 
vided almost sixteen million citizens with life pro- 
tection; to have distributed over $600,000,000 in 
death benefits; to have distributed $8,000,000 in 
charitable relief to sufferers from common dis- 
asters; to have expended $8,000,000 for eradica- 
tion of tuberculosis is a mighty achievement. 


MODERN WOODMEN of AMERICA 


Home office—Rock Island, Ill. 


"Legal Reserve Life Insurance for its members" 


der to maintain their position must of 
necessity depend upon an_ increasing 
number of young people becoming mem- 
bers. How muck easier, therefore, it is 
for a society to maintain the youthful 
average of its membership as the adult 
departments may be recruited from a 
well organized and interested juvenile 
department.” 

Fraternals have weathered the storm 
financially, he said. They have solved 
the actuarial, medical and other technical 
problems, but they have yet to meet the 
challenge of lost interest in local lodges. 
Whether they continue to grow stronger 
depends on the extent to which they 
take advantage of opportunities in this 
direction, which are offered. 

Mr. Joseph said he had been told by 
some fraternalists it is impossible to 
maintain interest in local lodges, but he 
said while this may have been true to a 
degree during the past decade, he be- 
lieves it is not true today. Where dif- 
ficulty has been experienced it has been 
mer to factionalism or exploitation, he 
said. 

One fact that has aggravated the prob- 
lem, he said, was existence of organiza- 
tions masquerading as fraternal socie- 
ties, competing with recognized old line 
life companies in selling a large variety 
of contracts at costs below established 
actuarial standards. They manage to 
keep within the borderline in their opera- 
tions so it is sometimes difficult for state 
authorities to curtail their activities. It 
is up to legitimate fraternals to cooper- 
ate with insurance departments to run 
such organizations to earth, Mr. Joseph 
concluded. 


Aid Association Makes Big 
Gains in 1936, Benz Reports 


President A. O. Benz and other offi- 
cers of the Aid Association for Luther- 
ans were reelected at the annual meet- 
ing in the home office, and four new di- 
rectors were named: W. S. Schultz, Chi- 
cago; E. R. Schneider, Appleton; R. A. 
Plogt, Milwaukee, and H. A. Scheu- 
mann, Ft. Wayne, Ind. Trustees elected 
were J. W. Grupe, Hilbert, Wis.; R. A. 
Plogt, Milwaukee; W. F. Kelm, Apple- 
ton, and Henry Kahnert, St. Paul. 

President Benz reported 13,295 adult 
certificates issued in 1936 for $15,778,500 
insurance, and 5,990 juvenile certificates 
for $4,761,650 insurance. Life insurance 
in force increased from $155,717,981 in 
1935 to $166,940,304. Assets increased 
$2,925,475 to $21,278,116, the largest in- 
crease in admitted assets in the associa- 
tion’s history. Mortality was about 32 
percent of expected, the most favorable 
since 1931 when the mortality was 
29.76 percent. Benefits paid from sick 
benefit fund totaled $74,681, compared to 
$81,690 in 1935. 


N. F. C. Annual Convention in 
Columbus, O., Aug. 30-Sept. 2 


The annual convention of the National 
Fraternal Congress will be held Aug. 30- 
Sept. 2 in the Deshler-Wallick Hotel, 
Columbus, O. The announcement was 
made by Franklin Rubrecht, president 
of the Ohio Fraternal Congress, who 
will have charge of arrangements. 

The various C. sections will 
hold their annual meetings Aug. 30, 
these including the Presidents, Secre- 
taries, Actuaries, Press and Medical 
sections, the Fraternal Law Association, 
affiliated organization, and the Fraternal 
Field Men’s Association, another section 
organized a year ago. General sessions 
will occupy the remaining three days. 

















Royal League Picks Officers 


The Fellowship Association of the 
Royal League has chosen the following 
officers: P. J. Workman, Park Ridge, 

















Ill., president; W. F. Traub, first vice- 


president; F. A. Johnson, second vice- 
president; F. M. Graham, secretary; J, 
F. Chmelik, treasurer. M. A. Stanton 
is past president. 





To Hear Arkansas Case Soon 


LITTLE ROCK, ARK, Dec. 24— 
The Arkansas supreme court has au- 
thorized interested lawyers to file briefs 
amici curiae in appeal of the Woman’s 
Benefit Association from a decree of 
Pulaski chancery court holding the as- 
sociation liable for 2 percent premium 
tax applicable to commercial insurance 
companies. This is one of some 30 suits 
by the state to collect $1,600,000 pre- 
mium taxes and penalties from frater- 
nals. The Woman’s Benefit was allowed 
until Jan. 11 to file a reply brief, and 
the case may come up soon thereafter, 








COMPANY MEN 


French Named Actuary 


George C. French has been appointed 
actuary by the Bankers Mutual of Free- 
port, Ill. Mr. French is a graduate of 
the University of Michigan, where he 
specialized in actuarial science. He had 
a broad experience in actuarial practice 
and general company problems, as a 
member of the consulting actuarial of- 
fice of Harley N. Bruce. He joined the 
actuarial staff of the Alliance Life when 
Mr. Bruce became executive vice-presi- 
dent of the latter company in 1934. 








McSweeney in New Post 


J. J. McSweeney, who has been a 
manager for the London Life in Tor- 
onto for 27 years, and who is a past 
president of the Life Underwriters As- 
sociation of Canada, has been appointed 
by the company as policyholders’ rela- 
tions officer. His office will be in Tor- 
onto. 





New Assistant Agency Secretary 


The Occidental Life of California has 
appointed Arthur Ward assistant agency 
secretary. He was formerly with the 
comptroller’s department and has also 
served in both the renewal department 
and the new business department. 


“Underwriters Report” Makes Change 


The “Underwriters Report” of San 
Francisco, which heretofore has ap- 
peared in two sections, one devoted to 
life insurance and the other to fire and 
casualty, after the first of the year will 
be combined into a single weekly pub- 
lication: 





FORTIETH 
ANNIVERSARY 
@ Backed by forty years of 
service and progress and 


facing another era of 
achievement. 


SUPREME FOREST 
WOODMEN CIRCLE 


Omaha, Nebr. 


A legal reserve, fraternal benefit 
society which insures women 


and children 
Dora Alexander Talley Mamie E. Long 
National President National Secretary 
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Pointers in Building Sales 


Organization Outlined 





DETROIT, Dec. 24.—In building a 
sales Organization in any field the first 
requisite is to consider with whom you 
are competing, Arthur McCarthy, sales 
and advertising director of the Eureka 
Vacuum Cleaner Company, told the As- 
sociated Life General Agents & Man- 
agers of Detroit at the December meet- 
ing. Norton Ives, State Mutual Life, 
who wrote a $1,000,000 business insur- 
ance policy and $300,000 of personal in- 
surance on Mr. McCarthy’s life, intro- 
duced him. H. K. Schoch, general 
agent, Aetna, presided. 


No Test for Success 


“We who are employing salesmen 
have learned that there is only one satis- 
factory way to build a sales organiza- 
tion; hire them, sort them out, then re- 
place those who do not measure up after 
sufficient trial. There is absolutely no 
way to tell before hand whether a man 
will be successful or not. There is no 
test, no means of predicting from a pre- 
liminary interview with a man whether 
he will measure up. 

“The test of any recruiting system is 
not the number of men it brings you but 
the number of good salesmen that it 
adds to your organization. Getting new 
men into production is chiefly a matter 
of training them properly at the start. 
You must analyze not only your men 
but their supervisors as well. Some su- 
pervisors work best with a small group 
of salesmen; others are at their best 
with a large group. One supervisor may 
take a group of five men and do won- 
ders with them, and upon being given 
20 men is a complete flop. Conversely, 
a supervisor may do a very creditable 
job with 20 and if given only a few men, 
would be entirely unsuccessful with 
them. Analyze your supervisors and 
make sure they have the sized group 
that they can operate best with. 

“You will find that the low cost ap- 
peal works best with those prospects 
who have no insurance at the present 
time, and that those who are policyhold- 
ers are less concerned with the size of 
the premium. 

“T want to stress one necessity in 





building a well balanced sales organiza- 
tion: don’t concentrate on recruiting to 
the exclusion of the business of building 
up your production per underwriter. I 
have found that the best method to pur- 
sue is to recruit for a time and then 
switch your concentration to production 
building, and to alternate the two. 


New Man Best Bet 


“Don’t try to lure a successful under- 
writer away from another agency. Re- 
member that he is pretty sure to lose by 
the transaction, or at the best can hope 
to gain very little by the change. Your 
best prospect is a man who has never 
sold insurance before. Take him from 
some other line of business and train 
him properly before you turn him loose 
with a rate book. Don’t let him get out 
selling alone too soon. 

“Send a supervisor or someone famil- 
iar with the business with him when he 
starts out on the street. Have him sit 
in on a few sales to his prospects before 
he says a word himself. Let him ob- 
serve the supervisor’s technique but take 
no hand in the sale—and if you would 
keep his interest and make him into a 
successful underwriter, see that he gets 
the commissions, or at least a part of 
them, on the sales from the start. I have 
never had any success with any system 
that does not produce commissions at 
once. 

“Never let your prospect tell your 
story to someone else. That will kill 
the sale. If a prospect says he wants 
to talk it over with his wife, be sure that 
your underwriter is present at that in- 
terview.” 


Mosler Consistent Millionaire 


Henry G. Mosler, leading producer 
of the Massachusetts Mutual at Los 
Angeles, hails from Cincinnati and orig- 
inally from Hamilton, O. He comes 
from the celebrated Mosler Safe Com- 
pany family. He has been in the busi- 
ness for seven years and has paid for 
over $1,000,000 every year. His first 
year’s record was $1,700,000 and in 1935 
he paid for over $2,000,000. He is a 





life member of the Million Dollar 
Round Table of the National Life Un- 
derwriters Association and is chairman 
of the preconvention activities of the 
Million Dollar Round Table for the 
annual National association meeting in 
Denver next year. 

He is an advocate of the survey and 
proposal plan of presenting life insur- 
ance programs. In practically every 
proposal he submits in addition to life 
insurance an additional plan including 
non-cancellable accident and health. In 
this connection he works with W. E. 
Lebby of Los Angeles, state manager 
in California for the Massachusetts In- 
demnity. Mr. Lebby has specialized in 
accident and health insurance in help- 
ing life insurance men round out their 
personal insurance program. A plan is 
worked out suitable for the individual 
prospect. Mr. Mosler declares that the 
presentation of non-cancellable accident 
and health insurance with life insurance 
serves to give the client a well rounded 
and balanced plan and has helped in 
closing a number of cases so far as he 
is concerned. He finds this method of 
programming very successful. 

At a recent meeting of the life in- 
surance forum in Los Angeles Mr. Mos- 
ler was a featured speaker. He was 
introduced as the leading life producer 
west of the Mississippi river. Mr. Mos- 
ler attended the annual convention at 
Boston as a member of the Million Dol- 
lar Round Table. He strongly recom- 
mends the use of the “Diamond Life 
Bulletins” material and the Behr work 
system. 








GALES IDEA 
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WHERE TO GET BUSINESS 

Brokers, bank managers, and real es- 
tate company officials, top ranking oc- 
cupational classification for the year to 
date in the Lincoln National Life’s 
monthly survey of big policy buyers, 
held the first spot again in November. 
They led both in number of big policies 
purchased and in total amount of insur- 
ance involved. Other large policy buy- 
ers were: Builders and building contrac- 
tors, wholesale dealers, office managers, 
housewives, mining engineers and offi- 
cials, physicians and surgeons, automo- 





Life Really Begins 


at 60—If You’ve 


Been Smart 
—Ralph Stodghill, New York Life 








bile dealers, and fruit, produce and gro- 
cery dealers. Other leaders in number 
of policies purchased were: Office man- 
agers, builders and building contractors, 
housewives, wholesale dealers, physi- 
clans and surgeons, automobile dealers, 
and fruit, produce and grocery dealers. 
* ££ + 
FEW ARE OLD POLICYHOLDERS 


Felton J. Koch, branch manager for 
the American Service Bureau and the 
Hooper-Holmes Bureau in Ohio, spoke 
on “A Complete Survey of the Appli- 
cant” before the Life Underwriters As- 
sociation of Columbus. Mr. Koch gave 
a history of the selection of risks in con- 
nection with life insurance and told of 
the contacts that were necessary in ob- 
taining a complete report on the appli- 
cant for insurance. He described the 
procedure followed by the seeker after 
this information and said: “Twice a year, 
we, as an Organization, survey 10,000 
applicants for life insurance primarily for 
the purpose of supplying our agency 
friends with the identity of buyers of 
life insurance by occupational groups. 
Out of 10,000 of such cases, an average 
of less than 8 percent have indicated 
that they previously had life insurance 
in the company to which they were mak- 
ing application. A few companies, to be 
sure, write a large percentage of new 
business on old policyholders. However, 
from year to year our records show that 
only 8 persons out of 100 have insur- 
ance in force at the time of application 
in the company to which they are now 
applying.” Mr. Koch said that it might 
safely be said that “over 90 percent of 
the average applicants for life insurance 
have contributed nothing to the success 
of the insurance company to which they 
are now applying.” 

“ £2 

Most life underwriters agree that at 
least 50 to 95 percent of their business 
is the result of prospecting but most 
men spend less than 20 percent of their 
time in prospecting. The point is ob- 
vious. 





Aggressively Developing State of Mlinois 
Offering Unusual Agency Opportunities 
1G >| 





Assistance in the Field 


Liberal First Year Commission and Non-forfeitable 
Renewal Commissions 


Home Office Co-operation 
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All Standard Provisions 
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A renewal commission is the underwriter’s just 
payment for following up his business and keep- 
It is a service fee and is justified 
as long as premiums continue to be paid. 


Occidental recognizes this truth by providing 
lifetime renewal commissions in its new agents’ 
Its men are thus justly rewarded for 


Agents who produce business that ‘‘stays and 
pays’’ will find that it pays best with Occidental. 


OCCIDENTAL LIFE 


INSURANCE COMPANY (of California) 
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Social Security Likely to 
Stimulate Life Business 





(CONTINUED FROM PAGE 2) 


Equitable of New York—Small aver- 
age size of benefits under social secur- 
ity, unrealized by most persons, opens 
big sales opportunity for supplementary 
group pension plans, Vice-president W. 
J. Graham believes. 

Canada Life—Increase in sale of ordi- 
nary life is foreseen, since the act pro- 
vides only nominal death benefits and 
companies will need more ordinary life 
contracts to balance the annuities and 
endowments side of the business. 

Yeomen Mutual—The plan may_ be 
severe competitor of life insurance, since 
it takes out a sum of money yearly that 
probably would be used for insurance 
purposes. If the family is in the small 
income class, the agent will find this 
argument hard to answer. It should aid 
in selling people not under the act, 
however. 

Connecticut Mutual Life and Ohio 
State Life—The act may have marked 
effect on industrial policies, although 
producers may be able to get some 
clients to use such a policy to augment 
what protection the government offers. 

Other general agents interviewed 
joined the optimistic chorus. A few 
said it was too early to judge what the 
federal program will do—wait until the 
weekly deductions from wages begin. 


Ketcham Addresses Bankers 


LANSING, MICH., Dec. 24.—Com- 
missioner Ketcham was one of the main 
speakers at the mid-winter meeting here 
of the Michigan Bankers Association. 
He pointed out to the bankers the some- 
what neglected interests of the great 
“middle class” in America which, he 
said, has become the typical group of 
“forgotten men” although its members 
constitute some 70 percent of the popu- 
lation and furnish the life insurance com- 
panies with the bulk of their business. 
These people, he said, own the better 
part of $25,000,000,000 in life company 
reserves which are invested in a wide 
variety of enterprises and properties 
throughout the country and control in a 
very large measure the stability of the 
nation. Bankers, he said, should work 
with insurance executives in mobilizing 
this huge force behind typical American 
institutions and in opposition to danger- 
ous experimentation either to the ex- 
treme right or extreme left. 


Life Agency Notes 


Roy A. Schroder, Wichita, Kan., pro- 
ducer of the Pacific Mutual Life, who 
ranked fifth among the leaders of the 
company in volume of paid premiums 
for 1935, has moved to southern Califor- 
nia and will carry on with the new Pa- 
cific Mutual as a member of the home 
office agency. John Henry Russell, man- 
ager home office agency, tendered Mr. 
Schroder a luncheon party. 

The Ohio State Life has appointed 
James A. Goble district representative 
at Mattewan, W. Va. 





Leads Top Producers 
on Bermuda Cruise 























MRS, A. B. JORDAN 


Leading producers of the Postal Na- 
tional Life made a convention cruise to 
Bermuda on the Queen of Bermuda. 
The group was headed by Mrs. A. B. 
Jordan, president, and M. J. Denda, 
vice-president. 








Prudential Sues “Prudential 
Association” of Wilmington 





WILMINGTON, DEL., Dec. 24.— 
Contending that the public is being de- 
ceived by a similarity in titles, the 
Delaware attorney general and the Pru- 
dential have brought a suit in chancery 
court here against the “Prudential As- 
surance Association of America,” ask- 
ing for “such relief as the court deems 
equitable.” 

The Prudential Assurance Association 
is incorporated as a charitable organiza- 
tion under a Delaware law covering 
such societies but is alleged to be doing 
an insurance business, though it has no 
certificate of authorization from the 
Delaware department. The plaintiffs 
contend that the association’s charter 
should be forfeited, this being the pen- 
alty for operating an insurance business 
without applying for a certificate of au- 
thority. It is also alleged that because 
of similarity of the association’s title to 
the Newark company, the Delaware de- 
partment would not grant a certificate 
of authority to it because of its rule 
against doing so where similarity of 
names would cause confusion. 

The executive offices of the Pruden- 
tial Association are in St. Louis, but it 
is understood that it solicits no business 
there. The organization has no agents, 
handling its business entirely through 
the mails. So far as can be learned it 
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solicits no business in Delaware. The 
suit instituted here is due to come up 
for hearing shortly. 

While there are many types of corpo- 
rations using the word “Prudential” in 
their titles, or similar words, such as 
“Prudence,” the Prudential has not 
made it a practice to take action ex- 
cept where the effect was such that the 
public might actually be led to believe 
that it was dealing with the Prudential 
Insurance Company of America. 


U. S. Life Has House Organ 


The first issue of the new United 
States Life house organ, “The United 
States Life Ambassador,” has been pub- 
lished. It will be issued monthly and 
sent to representatives and connections 
over the world. 

The United States Life is in a posi- 
tion to complete medical examinations 
and inspections quickly on applicants in 
almost any country, to issue policies 
promptly upon acceptance of the risk, to 
collect premiums, pay claims and give 
the other usual services, in foreign fields. 
It is also able to issue policies payable 
in almost any one of the principal for- 
eign currencies. 

The first issue of the house organ re- 
ports that the Lincoln National Life has 
followed the lead of the Asia Life, 
United States Life and West Coast Life 
and now becomes the fourth American 
company operating in the Orient. 


Ohio National Christmas Party 


Approximately 160 home office em- 
ployes were guests of the Ohio National 
at a Christmas party and turkey dinner 
given at the home office in Cincinnati. 


Cincinnati C. L. U. Course 


Xavier University, Cincinnati, will 
offer a course in life insurance salesman- 
ship weekly beginning Wednesday, Feb. 
5, from 6:45 to 8:30 p. m. at its down- 
town college. The course will be pre- 
sented to meet C. L. U. requirements 
and will cover prospecting, pre-approach, 
gaining interest, package selling, build- 
ing and presenting a proposal, and 
other topics. Tuition fee is $10. 


Newton Misell Resigns 


Newton Misell, for several years one 
of the agency managers of the Equitable 
Life of New York in Philadelphia, has 
resigned. His successor has not yet been 
announced. 


Advance Henley and Banks 
fae Be Henley, special attorney of the 


‘Life of Virginia, and R. P. Banks have 


been advanced to assistant managers of 
the claim department. 


Granted Sern Time 


The Virginia legislature has passed a 
measure giving domestic companies five 
years additional time in which to dis- 
pose of non-approved securities. 


Enters Investment Field 


Desmond G. Kelly, $250,000 producer 
of the A. W. Carne agency of the 
Equitable Life of New York, in San 
Francisco, has entered the mortgage loan 
business in that city and is opening 
offices in the Kohl building where he 
will finance real estate loans and do a 
general insurance business as a broker. 
Mr. Kelly has been with the Equitable 
13 years, and for the past ten has been 
active in the home purchase loan plan 
of that company. 

He was elected vice-president and 
chairman of the personal producers’ sec- 
tion of the San Francisco Life Under- 
writers Association last June. Last year 
he served as chairman of the member- 
ship committee. He also worked active- 
ly in support of the “Riehle plan” for 
the elimination of part-timers and mar- 
ginal producers. ; 


“Life Insurance and the Federal Tax 








Many Activities Outlined 
by Pittsburgh Association 





Dr. Henry W. Cook, vice-president 
and medical director Northwestern Na. 
tional, will speak on “Current Under- 
writing Problems,” before the Pitts. 
burgh Life Underwriters’ Association 
Jan. 19. 

Business Getter Sales Clinics, spons- 
ored by the Supervisors Club of the as- 
sociation, are scheduled for Feb. 11 and 
26, with two more in April. The gen- 
eral theme will be “Answering Present 
Day Objections.” 

A policyholders’ meeting will be held 
March 18 at Soldiers’ Memorial Hall, 
An attendance of more than 2,500 is ex. 
pected to hear addresses by Dr. S. §, 
Huebner, president American College 
of Life Underwriters, on “The Stability 
and Security of Legal Reserve Life In- 
surance,” and R. B. Hull, managing 
director National Association of Life 
Underwriters, on “Life Insurance, the 
Backlog of American Thrift.” 


Texas Agencies Show Gains 


The El Paso, Tex., agency of the Lin- 
coln National Life showed a 6 percent 
increase in paid business for the first 
11 months. The Houston agency showed 


_a 7 percent increase for the same pe- 


riod. 


Tree Decorated with “Apps” 

At the Christmas party of the Frank 
W. DuBose agency of the Old Line 
Life in Milwaukee, the Christmas tree 
was decorated with $290,000 in applica- 
tions. A man bringing in a $1,000 appli- 
cation had a right to put an ornament 
on the tree and each $5,000 application 
merited a colored light. Mr. DuBose, 
who was Santa Claus, topped the appli- 
cations with $51,000. 


Frank G. West, 55, general counsel 
of the Reserve Loan Life, died at the 
Methodist Hospital in Indianapolis, fol- 
lowing an illness of one week. He had 
been identified with the legal depart- 
ment of the Reserve Loan Life for about 
35 years. For some years he was asso- 
ciated with Guilford A. Deitch in com- 
pilation of the “Insurance Digest” and 
at Mr. Deitch’s death took over this 
work entirely and continued it until it 
was merged with “Insurance Decisions.” 
He was widely recognized as an author- 
ity on insurance law. Funeral services 
were held in Indianapolis, with burial at 
Blackville, S. C 
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Laws”—authoritative 44-page booklet 
50c. Order from National Underwriter. 








